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ROCKWELL 


TEMPERATURE 
COMPENSATED 


VAPOR 
METERS © 








Even in the coldest weather, down to 
—30°F, Rockwell TEMPERATURE COM- 
PENSATED meters earn full revenue by 
adjusting measurement automatically to 
a +60°F base—the same temperature at 
which you buy the product. A simple, bi- 
metal compensator is built right into the 
meter. Of course it’s positive and atten- 
tion-free. Write for the money-saving 
facts. Rockwell Manufacturing Company, 
Pittsburgh 8, Pa. In Canada, Rockwell 
Manufacturing Company of Canada, Ltd., 
Box 420, Guelph, Ontario. 


LP-GAS VAPOR METERS 


another fine product by 








separate fittings make 


HACKNEY systems 
more profitable for you 





Separate fittings, shoulder-mounted on the tank, mean more profits 
for you when you use Hackney LP-Gas systems. Controlled tests in our 
laboratory prove you fill faster because the separate filler valve fills 
directly into the vapor phase. And shoulder-mounting fittings save stretch 
and strain on delivery hoses, too. Faster filling and savings in operator 
time mean more calls per day—more profits for you. 

Hackney LP-Gas systems have the sturdy, tested construction that as- 
sures long life with lowest maintenance, greater safety and complete 
customer satisfaction. A bottom Chek-Lok is furnished for convenient 
evacuation, and for use in liquid withdrawal for filling motor fuel tanks 
on tractors, trucks, etc. Write for specifications on Hackney systems 


Popular 500-gallon shoulder- from 250 to 3360 gallons (W.C 
mounted system, Model $37-499. ify 7IOW Ge s (W.C.). 
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TWO LOW-COST 
WAYS TO FILL 
A ROOM WITH 

HEAT...NOT 

WITH HEATERS 


INSTALL THIS 

DAY & NIGHT 

R/C PANELRAY HEATER 

IN THE WALL 

The heater grille extends only 2% inches into the room 


... but the heat (radiant and circulated) extends 
everywhere. 


Jetglas-C heating element can’t burn out or rust out. 


Six single-room and dual-room models, four of them 
available with self-contained or wall thermostats. Dual 
models have single vent, dual controls. Luxurious 
comfort — low cost! 


INSTALL THIS 

DAY & NIGHT 

FLOOR MODEL PANELRAY 
IN THE CORNER 


Six inches from the walls, you install this nine-inch- 
diameter Panelray heater... and from an otherwise 
wasted corner, heat is directed to the entire room. 


“‘No gingerbread”’ design keeps the price down. 
Curved shield behind heating column boosts effi- 
ciency. Easy venting (wall or ceiling) saves on installa- 
tion costs. Jetgias-C coating prolongs Panelray heating 
elements’ life. Economy all around! 


For specs and more facts, write: 


DAY & NIGHT MANUFACTURING COMPANY 


855 Anaheim-Puente Road, La Puente, California - 4551 South Racine Avenue, Chicago 9, Illinois 


Build your appliance business — and your gas load, too —with DAY & NIGHT 


APRIL, 1961 





Now, Coleman POLAR“PRINCE air conditioning — 93,000 BTU/hr* 


The World’s — 
Only Bonded 
Air Conditioning 








Coleman builds the most complete and only bonded line of heating and air conditioning. Investigate! 
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Suburban's salt cavern completes first year's operation 
It was a modest stort, but there's lots of room for growth. William W. Clerk 


How's that again? 
Could gas really be promoting electricity? 


Energy Conversion is on the move 
There are four ways to make electricity directly from gos. 


Gas dishwasher dampens kilowatters' “package pitch” 
Here's another load gas might grab away from electricity. 


Selling is a lot like making love 


The customer might even “talk you into it”! 


Council plans big doings for industry's 50th birthday 
Clear the decks for 1962! 


Gas standards violation blamed in trailer death 
What the NFPA investigation revealed. 


FTC examiner recommends dismissal of Ruralgas case 
There was no violation of anti-trust laws. 


How the coal industry promotes electric heat 
Everybody's on the bandwagon! 


Retirees key to success in no-industry town 
There's money in the old-folks load. 


Longer truck adds 22'/2¢ profit on every cylinder 
More pay load and fewer trips. 





it’s income tax time: have you claimed all your deductions? 
E. H. Mitchell 





Look to your local government—for a mosquito control program. . 
Here's a nice summer load. T. W. Miller 


Highlights of proposal that switched Lee County's TIFA’s to propane 
And here are the selling points. T. W. Miller 


instructions for converting Todd Insecticidal Fog Applicator from 
gasoline to propane 
This completes the package. 
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Remember the Electrolux? 


“T GOT INTO GAS APPLIANCE MER- 
CHANDISING about the time green 
and ivory ranges were going out,” 
writes Charles F. Jenkins. That 
fact alone should probably qualify 
him as an expert on the subject of 
appliance selling. 

Jenkins, who is sales supervisor 
for Pyrofax at New Riegel, Ohio, 
is the man’ responsible for “Selling 
Is Like Making Love,” which starts 
on page 44, 

With all those years of experi- 
ence behind him, Jenkins has 
plenty to reminisce about. “When 
I started, we were selling antiseptic 
white enamel instead of color,” he 
recalls. “We exploited the new 
table tops, which actually made the 
oven less easy to use, because it 
was so low. The glass in the oven 
door was being reintroduced as a 
big feature, but everyone knew you 
could no longer store a greasy 
skillet in an oven that had a win- 
dow in the door.” 

Those were the days when the 
Servel refrigerator was called the 
Electrolux. “I spent several months 
tryitfg to explain why my Electro- 
lux was a refrigerator and not a 
vacuum cleaner.” 

The name of the company he rep- 
resented also gave him trouble. 
“Pyrofax gas (as everyone in the 
gas industry knows) is a product 
of the Union Carbide Corp. When- 
ever this fact was mentioned to a 
prospect, an hour or more was lost 
in trying to show the difference 
between our service and the car- 
bide lights, which had been so pop- 
ular a dozen or more years before.” 

Even though Jenkins has been 
around long enough to “remember 
when,” he doesn’t allow himself to 
become mired in thoughts of the 
“good old days.” He’s well oriented 
to the modernity idea. “We should 
all make a greater effort to expose 
more housewives to the wonders of 
modern gas cooking,” he declares. 
“Why should any matron, young 
or mature, be tied to the primitive 
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” 


principles of an electric range? 

(Sounds like a real believer talk- 
ing, doesn’t it?) 

Jenkins’ theories on selling are 
sound because they are based on 
years of experience. As for his 
theories on making love—well, we 
wouldn’t know about that. ae 





[BACK TALK 


Deep sleep 
Caraway, Ark. 

You will forgive us, I trust, for 
quoting your editorial (“Wake 
up, everybody! Electric Heat is 
Here!,” December, 1960) in our 
bulletin without speaking to you. 
It was just so much the answer 
to what we are trying to tell our 
dealers that I could not resist. Ac- 
cording to our experience, you are 
sure telling us what we need to 
know. 

Many dealers are saying, “Oh, I 
do not have time for that. My 
gas business is taking care of me 
all right.” 

While they are sleeping, the kilo- 
watt crowd is really going after 
their business. I was recently in 
the territory of a dealer who has 
this attitude and counted on one 
road 10 houses out of 12, all of 
which had just been built, that 
were heated with electricity. I am 
sorely afraid this gentleman will 
have time, in the future. 

Thank you for your efforts in 
this field. 

AMOS DAVID 
David Sales & Service Co. 


There IS a threat 
Franklin, N. J. 
After reading the January ar- 
ticle on “Is Electric Heating a 
Threat Now?” I felt I should write 
and comment on it, as John Long 
(Delaware Valley Propane Co., 
Merchantville, N. J.), reports no 
electrically heated homes in his 





POWELL PERFORMANCE PAYS OFF 


You can count on Powell LPG Valves for top per- 
formance that pays off in outstanding safety and 
low maintenance. Here’s why: 

Poweil LPG Valves feature a full threaded stem. 
Then, there is a deep stuffing box for an extra 
amount of special packing to assure a positive, 
leak-tight seal. In fact, the valve can be easily re- 
packed under pressure when wide open. Powell’s 
special composition disc—in globe, angle and check 


designs—gives long-life resistance to deterioration 
caused by hydrocarbons. And, this disc can be re- 
newed more easily and at a lower cost than other 
designs. Powell's exclusive LPG design also features 
a full way area through the body for optimum flow. 
Learn how this Powell performance can pay off in 
your butane and propane systems by contacting 
your nearby Powell Valve distributor or write The 
Wm. Powell Company, Cincinnati 22, Ohio. 


ee 
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115th year of manufacturing industrial valves for the free world 


POWELL 


LPG VALVES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 
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WEATHERHEAD 


WARRANTY 
PROTECTION ON 
ALL WEATHERHEAD 
LP-GAS PRODUCTS 


SINCE 1919 
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THE WEATHERHEAD COMPANY 
LP-Gas Equipment Division 
Cleveland 8, Ohio 


10 Years of Manufacturing Experienc 


Back Talk 


area. I can report that New Jersey 
Power & Light Co., serving part 
of North Jersey, had in 1959 300 
electrically heated homes. I haven't 
any figures for this year, but know 
of several jobs in Franklin alone. 
There is a definite threat as the 
company spends approximately 
$35,000 a year for advertising 
everything flameless, with special 
emphasis on heat. 

We at Littell’s Gas Service be- 
came extremely concerned about 
this problem a year ago. We tried 
working with builders and found 
that the rebate made to builders 
by the Power & Light Co. was 
more than we could offset. We con- 
tacted a former chairman of the 
Public Utility Commission of New 
Jersey and explained to him that 
builders were being paid $15 for 
installing an electric range, $15 for 
an electric water heater and $15 
for an oil burner. But the real 
kicker is a $175 rebate for a 200- 
amp service and electric heat. The 
ex-P. U. C. man’s advice to us was 
that it was definitely legal because 
the power company has a staff of 
lawyers to see to this, but if it were 
attacked as being wnethical com- 
petition, the Public Utility Com- 
mission might stop it. 

In connection with the $15 for 
the installation of the oil burner, 
the power company feels sure that 
when the time comes to replace the 
unit—it will get the job. If gas 
had been used, however, chances 
would be very slim. 

We are in a fast growing area, 
40 miles from New York City, in 
one of the fastest growing states. 
People are victims of housing de- 
velopments and usually have to 
take what goes into the house. The 
builder, of course, is in the build- 
ing game for one purpose—to 
make money—and the electric 
story, as it stands here, looks at- 
tractive to him, since most of the 
appliances are about the same in 
price but with the rebate he can 
pocket $75 to $175 per house. 

We would like to see you take 
another look at the problem and 
hope it is a good long one that 
will help wake up our sleeping in- 
dustry! 

ROBERT LITTELL 
Littell’s Gas Service 
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Another PERMAGLAS first! 


Permaglas helps you 
Sell UPin 61 


WITH 
Reader’ b) Digest « « » the world’s largest-circulation 


magazine...reaches over 12 million water 
heater families! 


wanes: 
a lYXURIaTE 
GUARANTEE / 

10 Full Years 


Permaglas 


DEPENDABLE SERVICE a 
GUARANTEE... a : 
to help you sell ane 


top-quality, top-profit 
models! 


TRAFFIC STOPPING 
DISPLAYS... 


to bring premium customers into your store! 


POWERFUL LOCAL PROMOTION... - 


to get quick action. 
boost your sales! 


CALL YOUR PERMAGLAS DISTRIBUTOR TODAY...OR WRITE FOR FULL INFORMATION 


Permaglas 


Through 1 ona @ better way 


AO.Smith 


A. 0. SMITH CORPORATION 
Permagias Division, Dept. BPN -461 
Kankakee, Illinois 


Please send me full information on the new 
“Sell UP in ‘61° program. 


Name_ 
Company 


Address 





PERMAGLAS DIVISION 
HANKAREE ILLINOIS © MEWARK CALIFORNIA 
A © Sewth interastions! S A. Mitwavter | We. 
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MARKETERS 


Southeastern P. S. buys Public Gas 


Southeastern Public Service Co., New York City, 
has announced the purchase of Public Gas Co. of 
Miami, Fla., for approximately $1,800,000. 

The previously unannounced purchase of four 
other southern Florida LPG distribution properties 
for a total of more than $1,400,000 was also re- 
vealed. Included were: Brook and Clement Gas 
Companies of Miami, LPG division of General Dy- 
namics Corp. at Dania, and the Boca Raton Gas Co. 
of Boca Raton. 


Cal Liquid buys Ransome of Nevada 

California Liquid Gas Corp., Sacramento, recently 
purchased the assets of Ransome Co. of Nevada. 
The acquisition includes Ransome plants and retail 
outlets in the Nevada cities of Reno, Virginia City, 
Gerlach, and Carson City, as well as Truckee, Calif. 

The new companies and managers are: Reno Pro- 
pane Co.—Bud Martin, Capitol Propane Co.—Dick 
Nettleton, and Donner Propane Co.—‘‘Red” Hub- 
bard. 


Petrolane buys Hausgas and H. S. H. 


Petrolane Gas Service, Inc., Long Beach, Calif., 
last month announced the purchase of Hausgas, 
Inc. and H. S. H., Inc., both of Washington, Mo. 
The two companies were bought for approximately 
$1.3 million. 

The two companies operate nine marketing plants 
in east central Missouri, distributing LPG to ap- 
proximately 8500 customers. 

Petrolane now serves approximately 96,000 cus- 
tomers through 168 marketing plants. 

W. A. Schuette will remain as president of the 
Missouri companies and vice president of Petrolane, 
in charge of its Midwest operations. Schuette is 
now second vice president of the National LPGA. 


SUPPLY & TRANSPORTATION 


Northern Gas plans LPG pipeline 


Northern Gas Products Co., subsidiary of North- 
ern Natural Gas Co., Omaha, Neb., recently an- 
nounced plans for the construction of an LPG pipe- 
line to transport products from its natural gas li- 
quids extraction plant, now under construction at 
Bushton, Kan., to markets in the Northern Plains 
area. 


The pipeline will extend to the Des Moines, lowa, 
area, where it will be connected to the pipeline sys- 
tem of the Great Lakes Pipeline Co. The 350-mile, 
eight-inch pipeline will have an ultimate capacity of 
approximately 40,000 bbls per day. 

The system will provide a reliable source of LPG 
for many communities not now served as well as 
for the petrochemical industry. 

Northern Natural, long a major producer, trans- 
porter, and distributor of natural gas, made its 
debut in the LPG marketing field last year. 


Refrigerated LPG tanker built 


Conch International Methane Ltd., owned by Con- 
tinental Oil Co., Canadian Shell Ltd., and Union 
Stock Yard & Transit Co., has designed the world’s 
first refrigerated LPG tanker. It is being built for 
the Bridgestone Liquefied Petroleum Gas Co., Ltd., 
Japan. 

The ship will have a capacity of 180,000 bbls, 
equivalent to about 17,000 tons of refrigerated LPG. 

The tanker is ‘scheduled for completion in early 
1962. It will be the first large-scale commercial 
ship to carry LPG at atmospheric pressure. Sup- 
plies of refrigerated LPG are being obtained from 
Kuwait. 


Pemex halts imports of Texas LPG 


Petroleos Mexicanos, the government operated 
oil industry in Mexico, recently ordered the stop- 
page of importation of LPG from Texas into Mata- 
moros and other Tamaulipas border cities. 

The order will mean a loss particularly for farm- 
ers who have been operating gas-propelled tractors 
and trucks. It will also affect, to some extent, the 
business of distributors in Texas who have been 
trucking the gas to Mexico. 

Pemex will take over all distribution of butane 
and propane in Mexico. 


MARKETS 


Air-cooling sales expected to quadruple 


An expanded range of unit capacities and a major 
absorption design breakthrough are expected to 
quadruple the gas industry’s air conditioning “mar- 
ket eligibility” during the next years, reports an 
official of Arkla Air Conditioning Corp., Little Rock, 
Ark. 

The official told a press conference at the 15th 
International Heating and Air-Conditioning Expo- 
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HEATING OR COOLING 1-99 Room Thermostat with mer- 
cury switch dependability and “subtle touch” styling. 


— 


rr 
HEATING AND COOLING T-91 one dial summer-winter 
mercury switch air conditioning Room Thermostat 
with both heat and cold anticipation and “subtle 
touch” styling. 


HEATING AND COOLING, AUTOMATIC SWITCHOVER 1-344 
Master Control Center with built-in heating-cooling 
interlock, heat and cold anticipation, mercury switch- 
es, and “subtle touch” styling. 


IT’S THE SUBTLE TOUCH 
IN ROOM THERMOSTATS 
BY GENERAL CONTROLS 


Your customers are seeing it in House Beautiful. 
They're asking their architects, builders and dealers 
about the most desired new line of room thermo- 
stats in years. Each model in the new line gives a 
subtle touch to home decor with clean, classical, 
horizontal styling. Each carries the name of General 
Controls, the name that means the very best in 
room thermostats. Add the sales power of this 
reputation and style to your heating and cooling 
installations. Insist on General Controls. 


As advertised in House Beautiful. 


‘ 
ANOTHER TREND-SETTING ADVANCE FROM Gy 


GENERAL CONTROLS EJ6 


@ AND YOU'RE RIGHT... AUTOMATICALLY! 


Automatic Controls for Product or Process 


Glendale, Calif. » Skokie, ill. « Guelph, Ontario, Canada 


Nine Plants « 44 Factory Branch Offices Serving 
the United States, Canada and Western Europe 





sition and ASHRAE meeting that, while gas pos- 
sessed unit capacities and designs to compete in 
only about 20 per cent of the total central-system 
market in 1960, it anticipates being able to compete 
for about 80 per cent of the market by a year or so 
from now. 


Gas dryers sales hold steady 


American Home Laundry Manufacturers’ Asso- 
ciation reports that factory sales of home laundry 
appliances during January of this year totaled 338,- 
460 units, 11 per cent below last January. 

Gas dryers held up best with only a one per cent 
loss. Automatic washers were down eight per cent, 
electric dryers, 11 per cent; wringer washers, 19 
per cent; and combination washer-dryers, 54 per 
cent. 


Boiler shipments increase 30 percent 


GAMA reports January shipments of gas-fired 
boilers for residential hot water and steam central 
heating systems jumped 30.9 per cent above the 
amount for the same month a year ago. 

Factory shipments of forced warm-air and 
gravity-type gas furnaces for the month totaled 59,- 
200 units, 0.8 per cent less than the 59,700 sent to 
market in January last year. 

Sales of conversion burners showed a 9.9 per cent 
decline for the month. Comparable totals were 
6400 and 7100. 

Combined shipments of the three types totaled 
74,531. 

January shipments of domestic gas ranges totaled 
111,800 units, 16.3 per cent less than the 133,500 
units in January of last year. 


REGEIMBAL: WASHINGTON | 


Small business to get attention 

Congress is planning an ambitious program of 
poking and probing into the ills of small business. 
In the Senate, 28 major problems will be explored in 
the months ahead. There will be lots of talk, some 
help. Here are some major areas to be studied: 

Tax Problems of Small Business: Do tax laws 
permit sufficient deduction to modernize stores? 
Should independents get tax breaks not available to 
chains? 

Tax Depreciation Allowances on Capital Equip- 
ment: Good chance here, due largely to persistent 
needling from machinery manufacturers and ma- 
chinery users. 

Impact of Mergers: A more vigorous enforcement 


of anti-merger laws by the Justice Department and 
the FTC could result from committee prodding on 
this subject. 

Refusal To Deal and Right To Buy: Pressure 
from the Senate could improve the outlook for some 
merchants cut off from sources. 

Dual Distribution: Trend toward manufacturer- 
owned-or controlled stores continues, despite wails 
from independents. But some aggressive action by 
the Justice Department and the FTC can be ex- 
pected to slow it down. 


Expanded markets seen in housing plan 


Sharp upturn in construction of moderately- 
priced homes in suburban and rural areas is fore- 
cast by builders if Congress approves President 
Kennedy’s $3.5 billion housing program. 

The program is aimed at stimulating building 
and repair of middle-income homes through eased 
terms for private financing and some direct govern- 
ment aid. Included in the program are no-down- 
payment, 40-year FHA mortgages for homes selling 
up to $13,500; a sharply increased FHA home re- 
pair loan limit; a higher public housing building 
program; an improved method of making payments 
to lenders when buyers default, and an extension of 
the GI housing program. 

Because many homes in the price range at which 
the Kennedy program is aimed are built on less ex- 
pensive undeveloped land, some would be beyond 
city gas mains. In addition, the home repair pro- 
posal would mean kitchen modernization for many 
rural homes. 

Some builders claim that the program, to be 
spread over five years, could bring increases of up 
to one-third in the demand for middle-income 
houses. 


Minimum wage “almost a certainty" 


Minimum wage expansion is almost certain to 
pass Congress this year pretty much as originally 
proposed by the White House. Some L. P. gas deal- 
ers will be covered as a result. 

In its final version, the bill will probably raise 
the minimum to $1.25 an hour and extend coverage 
to workers of any store or chain grossing more 
than $1 million a year. 

It will also tend to raise all wages, even for 
workers still not covered, as wage competition in- 
creases. 

By the time it is finally passed, chances are that 
it will include a provision, added by the House 
Labor Committee, to exempt from coverage any unit 
of a chain with less than 15 outlets if the unit indi- 
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Shell stores millions of gallons of Propane 


in five enormous man-made caverns to promise you 


ready gas delivery all year round 


Chopped and blasted from solid 
rock, Shell’s Wood River, Illinois 
gas cavern holds 10 million gal- 
lons of Propane. 

In the Southwest, three subter- 
ranean salt domes hold another 
32 million gallons. All told, Shell 
has five such underground reser- 
voirs—linked with a network of 
Propane producing plants. 

This is how Shell assures its 
distributors an adequate supply 
even in busiest months—and helps 
them develop more profitable 
business. 


N ASSURED source of supply is an 
Fi halen “must” for any LP-Gas 
distributor who wants to make money. 

That's why Shell backs up its dis- 

tributors with one of the most care- 

fully planned supply networks in 
the business. 
Four facts give some idea of its scope 
—and significance to you. 


Four important facts 


(1) Shell draws Propane gas from a 
network of over 20 producing plants. 
(2) Shell holds millions of gallons of 
Propane in reserve. Stored in mam 
moth, man-made caverns. These cav 
erns, five in all, are strategically located 
to serve the areas where Shell Propane 
is sold. 

(3) Shell has thousands of producing 
wells to draw from. Propane comes 
from petroleum and natural gas. And 
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Shell's underground petroleum re 
serves are conservatively estimated in 
the millions of barrels. 


(4) Through integrated pipelines, 
tank cars and transports, Shell can meet 
its distributors’ needs anywhere in 
the U.S. or Canada. Shell distributors 


don’t suffer from “shortage headaches:” 


Call your 
Shell Representative 


These four facts help provide a solid 
framework for distributor profit. They 
show why Shell distributors stay with 
Shell 


switching to Shell. One of our repre- 


and W hy so many others are 


sentatives will be glad to talk with 
you. Contact the nearest Shell office, 
or write: Shell Oil Company, 50 West 
50th Street, New York 20, New York. 


‘SHELL 
NO 





A BULLETIN FROM SHELL 


— where 1,997 scientists are working to 
provide better products for industry. 








vidually grosses under $250,000 a year. The mini- 
mum will rise from the present $1 an hour to $1.25 
in two steps for. workers now covered, and to 
$1.25 an hour in three steps for newly covered 
workers. 

Time and a half for work over 40 hours would 
apply to newly covered workers after three years, 
dropping from 44 to 42 to 40 hours. 

Business spokesmen opposing the extension and 
increase charge that it will cause lay-offs, inflate 
prices, increase imports, and slow down exports. 

(LPGA on Feb. 22 proposed an amendment to 
ease the hardships on dealers with peak delivery 
problems. The amendment would exempt: “Any 
employee of an establishment engaged in the retail 
distribution of petroleum fuel, if more than 50 per 
cent of such establishment’s annual dollar volume of 
sales is made within the state in which the estab- 
lishment is located.” 

This change would cover overtime pay only. 
LPGA stated that most marketers are already pay- 
ing at least the present minimum wage of $1 an 
hour.) 


Truman power program revived .. . 


A return to the New Deal-Fair Deal era of fast 
and furious expansion of public electric power proj- 
ects is in the wind. The Kennedy Administration is 
making it clear that it intends to push hard for 
public power expansion. 

First clear-cut result of this Administration pol- 
icy came when Interior Secretary Udall resurrected 
the old “basic electric power program” of the Tru- 
man Administration. This five-point program calls 
for: Power generating facilities in all water proj- 
ects if they are feasible; preferential treatment to 
sales of power to public agencies such as state and 
municipal distributing systems; aiming federal 
power sales at domestic and rural consumers; sell- 
ing power at the lowest possible rates and selling in 
a manner “to encourage widespread use.” 

Not only does this program call for expanded 
public power generation, but also clearly implies 
that competition from other fuels may have to be 
limited if it is to succeed (“prevent monopolization” 
is the way the program puts it). 

The damaging effect on competing fuels, such as 
L. P. gas, from low-cost electric power will in many 
cases be serious. 

The size of the public power expansion will, of 
course, be controlled finally by Congress in its 
money-providing powers. But so far, the Adminis- 
tration appears to have firm control over the law- 
makers, and thus chances are good that they'll go 
along both to “help farmers” by giving them cheap 


power and also on the excuse that the money to be 
spent will help the economy. 

The new Administration has several “public 
power crusaders” in key jobs, the U. S. Chamber of 
Commerce complains. It points to two of Secretary 
Udall’s top assistants, the Director of Agricultural 
Services (Agriculture Department), and the two 
new members of the Federal Power Commission. 

President Kennedy has himself pledged a new 
power program. He told the National Rural Electric 
Cooperative Association in February that: 

“We shall seek ways to assure an abundant supply 
of electric power at the lowest possible cost for all 
rural people, and to help people use that power effec- 
tively to raise productivity and their standard of 
living,” he said. 

Secretary Udall has also set up a special study of 
the feasibility of building an extra high voltage 
power transmission line to carry cheap power from 
the Pacific Northwest to the Southwest. This will 
help the Bonneville Power Administration find new 
markets for low cost power to eliminate a deficit, 
now about $13 million a year. He is against raising 
rates to put this large federal project in the black. 


... REA's ready for it 


The Rural Electrification Administration is going 
to get into the “power expansion” act with both 
feet. 

Norman M. Clapp, new REA Administrator, is 
promising to give “top priority” to expanding rural 
federal power expansion. One major plan of the 
REA, he says, will be to develop ties between power 
regions—a power grid plan proposed by public 
power proponents for many years. 

Demand for power in rural areas is doubling 
every five years, according to the new REA chief. 
“We must make sure that an increasing power sup- 
ply is developed to meet this rising consumption,” 
he contends. 


SUPPLIERS 


Republic calls a halt to price cutting 


In what it termed “the first step to end the price 
war that has upset the water heater industry for 
the past six months,” Republic Division of Republic- 
Transcon Industries announced an across-the-board 
price increase of 20 per cent, effective March 25. 
Declared Milton J. Stevens, board chairman of the 
Beverly Hills, Calif., firm, “If prices continue as 
they have, there won’t be a manufacturer left to 
execute the warranties now in effect.” 
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TRINITY 


STEEL . CORREA TY, tee. 


4001 IRVING BLVD. e DALLAS 7, TEXAS eo FL7-3961 


Francesville, Indiana 
When in Mexico City visit Tanques De Acero Trinity, S. A. 


APRIL, 196! 


Your LPG requirements in storage or transport are best solved 
through Trinity's “one-source” facilities. Modern assembly line 
techniques assure you of on-schedule delivery at competitive price. 
A quorter century LPG design and fabrication experience is your 
guarantee of highest quality. Write today for your copy of Trinity's 
new LPG Catalog as a beginning of “winning” equipment for your 
needs. 





WE'LL SEE YOU IN CHICAGO 
AT THE LPGA CONVENTION — BOOTHS 38 & 39 














Warrengas adopts trademark 


A new trademark has been created by Warren 
Petroleum Corp.’s LPG division, Tulsa, Okla., to 
promote more wide-spread recognition of its prod- 
ucts by the LPG consuming public. 

The trademark incorporates Warrengas brand 
name, Gulf Oil Corp.’s orange disc, the blue flame, 
and the words LP-Gas, all within a forward-sweep- 
ing arrow. 


New Cylinders plant in production 


Cylinders, Inc., Linden, N. J., 
is rapidly nearing the point of 
full-scale production. 

Since the time of formation 
last August, sixty railroad cars 
have been used in shipping the 
highly specialized manufacturing 
equipment, from the company’s 
Speedway plant in Indianapolis 
to the new site in Linden. 
The equipment, purchased from 
Linde division of Union Carbide, 
has now been reassembled into a completely mod- 
ernized line in the Linden plant. 

Principal officers are: W. J. McEntee, president; 
Norman H. Cohen, vice-president and secretary; 
and Morris Cohen, treasurer and chairman of the 
board. 


W. J. McEntee 


Cylinders, Inc., Linden, N. J., covers 100,000 sq ft. 


Union Texas constructs new plant 


Construction has begun on Union Texas Natural 
Gas Corp.’s newest gasoline plant. The plant will be 
called Sligo and is near Haughton, La., east of 
Shreveport. It will have a capacity in excess of 
150 MMcf of natural gas per day, with the produc- 
tion of approximately 125,000 gals per day of nat- 
ural gas liquids. 

Products manufactured will include propane, field 
grade butanes and natural gasoline. 


ASSOCIATIONS 


Big boost in pipelines forecast 


Nearly 300 industry members attended the East- 
ern Canadian LPGA convention, recently held at 
Montreal’s Queen Elizabeth Hotel. 

Rudy Munzer, national president, predicted sub- 
stantial changes in the industry during the next 
10 years. He said that 50 per cent of all LPG would 
move via pipelines by 1970. He also saw an end to 
supply problems and price fluctuations. 

The spotlight of the convention was on present- 
day operations at two free-wheeling panel discus- 
sions. The first emphasized governmental legisla- 
tion and enforcement. The second concerned Cana- 
dian insurance problems. 

Spencer Pepper, of Petrolane of Canada, de- 
scribed progress in Western Canada. He revealed 
concern on the part of LPG-men that a proposed 
pipeline to the states would cause product shortages. 

A survey of the industry preparatory to seeking a 
group insurance program for the association was 
decided upon at the annual business meeting. 


Dodge to speak at LPGA convention 


Alfred P. Dodge, a top sales promotion expert 
from Richmond, Va., will be one of the speakers at 
the National LPGA convention and trade show, 
April 30-May 3 at the Conrad Hilton Hotel, Chicago. 

Dodge’s speech will tie in with the convention 
theme, “Spotlight on Potential.” 


Council offers 5 tractors as prizes 


National L. P. Gas Council is giving away five 
Minneapolis-Moline LPG tractors as grand prizes in 
its “LPG on-the-farm-giveaway” contest. 

The promotional program emphasizes the theme, 
“Take a new look at LPG.” The council recently 
supplied members with free local-level promotion 
kits containing merchandising materials necessary 
te promote the “giveaway.” 


NEWSBRIEFS 


Texas Eastern Transmission Co. recently began 
development of a 150,000-bbl underground cavern 
to store propane. Scheduled for completion this 
fall, the cavern will be at the Princeton, Ind., 
terminal of the Little Big Inch products line. 


American Meter Co. (Philadelphia) common 
stock is being traded on the floor of the New York 
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two-stage regulation 
at less cost than single stage 


with FISHER \ 


dependability \Z 
a\ a 


@ Requires smaller piping between tank 
and home # Assures correct appliance 


pressure «» Compact first stage “‘Mitey 


REGULATOR PACKAGE 

By ordering a Fisher two-stage regu- 
lator package you will get a ‘‘Mitey 
Joe’’ first stage regulator, a straight 
or angle inlet connection, and a 922 
or 932 second stage regulator... 
everything ready to go, no searching 
for individual units. 


Joe” R300 preset for 10 psi outlet 
pressure @ Large orifice cuts freezing 
trouble to a minimum «# Reduces service 
calls «# Excellent for domestic loads up 
to and including 500 cubic feet per hour 
@ For additional information, write 
for Two-stage Catalog # Fisher Governor 


Company, Marshalltown, Iowa. 


lf it flows through pipe anywhere in the world 
...chances are it's controlled by 


SINCE 18860 
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GROVE FLEXFLO® REGULATORS’ ONE MOVING 
PART ASSURES TROUBLE-FREE CONTROL 


A flexible rubber tube(1)is the only moving part in the Grove 
Flexflo. Silent flexing and rolling action of the tube over a 
core n never slam, stick or wedge. Core barrier(3)forces 
incoming fluids up through the inlet slots under the tube 
and down through the outlet slots The flexible tube as- 
sures positive shut-off even though foreign matter may be 
trapped between the core and the tube. Design simplicity 
assures long, maintenance-free life. Flexflo can be self oper- 
ated, pilot operated or used with electrical, pneumatic or 
hydraulic Grove operators. Proven in pressure reducing, back 
pressure, remote, automatic shut-off and manual open-shut 
services. Cast iron or steel bodies, sizes from 1” to 12’, work- 
ing pressures for gas, water and most petroleum products 
to 1,500 pounds. Write for Technical Presentation No. 850. 


GROVE REGULATORS 


GROVE VALVE AND REGULATOR COMPANY 


a subsidiary of Walworth + 6529 Hollis Street, Oakiand 8, California 
Offices throughout the United States and in Western Canada 





Stock Exchange last month for the first time in 
the company’s history. The trading symbol is 
AEM. 


Suburban Gas (Pomona, Calif.) net earnings for 
the nine months ended Jan. 31 rose to $1,408,540, 
or $1.14 a share after preferred dividends, from 
$1,119,995, or 98 cents a share, a year earlier. A 
two-for-one split which took effect March 17, 
raised the number of outstanding common shares 
to approximately 2,605,136 from 1,202,568. 


Hevi-Duty Electric Co. Watertown, Wis., re- 
cently shipped a 32-ton furnace to the Philippines. 
It will be used by Inter-Island Gas Service Co., 
Manila, for manufacturing of LPG cylinders under 
a licensing agreement with Pressed Steel Tank 
Co., Milwaukee. 


Donald B. Reeve has been named western re- 
gional manager for the National L. P. Gas Council. 
He will handle public relations and membership 
recruitment throughout the 11 western states. 


Tributes are being paid to the late Stanley H. 
Hobson, treasurer of GAMA and chairman of the 
board of George D. Roper Corp. Mr. Hobson died 
Feb. 15. 


Special-body trucks used in the gas industry can 
now be leased for four to eight years from 
Wheels, Inc., Chicago. The long-term lease plan 
is an innovation for special-body over-the-road 
equipment used by gas producers, utilities, and 
LPG distributors. 


Directors of Petrolane Gas Service, Inc., Long 
Beach, Calif., recently voted to split the common 
stock to a 3-for-2 basis. The split will increase the 
outstanding shares to 1,598,340 from 1,065,560. 


The Permaglas Division of A. O. Smith Corp., 
Milwaukee, is launching a $1 million advertising 
program, which began with a full-page ad in 
March Readers’ Digest. 


The National Tank Truck Carriers, Inc., Wash- 
ington, D. C., has published a ’61 edition of the 
principal for-hire tank truck carriers in the U. S., 
Canada, Australia and Mexicu. The directory is 
available from NTTC, 1616 P. St., N. W., Washing- 
ton 6, D. C. 


The Division of Weights and Measures of Ken- 
tucky Department of Agriculture recently an- 
nounced the purchase of its first volumetric gas 
meter prover. 


Kentucky LPGA is planning an “L.P. Gas Field 
Day,” April 19, at the Agricultural Engineering 
Building, University of Kentucky, Lexington. Em- 
phasis will be on the agricultural uses of LPG in 
greenhouse heating, tobacco, and flame cultiva- 
tion. 


Bulletin TS-611 “Tentative Standard Chromato- 
graphic Test Procedure for the Determination of 
Propane, Butanes, and Pentanes Plus in Natural 
Gas,” is now available from the California Nat- 
ural Gasoline Association, 510 West Sixth St., 
Rm. 525, L. A. 14, Calif. 


CURRENT L.P. GAS & LR. GAS PRODUCTION & INVENTORIES 





(A.P.1. figures—in thousands of gallons) 


Propane 


Butane 





Bu-Pro Iso- Other Total Total 
Mix Butane Mixes LPG LRG 





Production (U.S.) 
Feb. ‘él 
Feb. ‘60 
‘6l to date 
‘60 same period 


Inventories (2-28-61) 
Zone A et eae ; 7,453 546 8.010 14.010 
Zone a awe “eae 44.292 12,215 58.579 22.886 
Zone ; 82,168 20,915 108,333 13,618 
Zone ‘ks 41,869 9,922 65,856 894 
Zone 108,819 79,705 228.964 62,181 
Zone RPP Sa ate 113,103 50,254 188.541 2.932 
Zone Fe PO es 4.617 925 14.966 1,239 
Zone Th ae eR A 983 331 1.728 39,875 
U.S. , are , 403,304 174.813 674.977 157,635 
U.S. (2-29-60) 324.795 131,795 545.343 97,559 


332,716 
368,529 
4,840,186 
4,456,106 


207,685 47,326 56.901 74,637 
189,495 48,482 62,374 63,717 
2,449,884 749,567 809,390 1,007,717 
2,396,870 781,835 760,249 881.80! 


719,265 
732,597 
9,849,744 
9,306,771 


247,959 
244,397 
3,749,982 
3,306,163 
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Products with strong, loyal customer acceptance 
are the easiest to sell...and easier 
sales mean more sales, and more profit. 


7 
j 


WARM MORNING Gas Heaters have this < 7 A, 
sales-making customer acceptance >. 


that is so important to you. Widely known 
and long associated with fine quality and 
top performance, WARM MORNING 

is a name people know and trust. 





Add to those benefits, the sheer 
beauty, outstanding features 
and reasonable prices of 
WARM MORNING Gas 
Heaters and you have the 
winning combination in 

space heater sales. 


Right now, your WARM 
MORNING Distributor offers 
attractive early booking 
discounts, with anticipation or 
a pay-much-later Fall Dating 
plan. Write for literature 

and prices today. 


Warm Morning - 
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LOCKE STOVE COMPANY 114 West 11th St., Kansas City 5, Mo. 
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By WILLIAM W. CLARK »* Editor 


Gas, the truly modern fuel 


“The future belongs to gas!” 

Wishful thinking? Not at all. It’s a sound 
prediction based upon provable evidence. 

The slogan is being used by the two giant 
southern California utilities, Southern Cal and 
Southern Counties Gas Co., and in recent weeks 
they have set about to prove that it’s no idle 
boasting. It’s a prediction that can come true. 

In late February, the two companies staged 
a joint demonstration of the four methods of 
directly converting gas into electrical energy. 
(BPN staffer Robert Clay covered the event, 
and reports on it elsewhere in this issue.) 

The demonstration set the stage for a dramatic 
advertising campaign, which broke about a wee! 
later. A full page ad in metropolitan and subur- 
ban newspapers proclaimed, “You'll see the ds 
when natural gas can run everything in your 
home!” Another ad boasted, “You'll see the day 
when the same gas that cooks your egg can light 


a 


your bulbs! 

Such unabashed horn blowing, had it emanated 
from a bunch of sloganeering, blue-sky sales- 
men, might be lightly written off. But it was the 
product of two supposedly conservative gas utili- 
ties, whose top brains are of the formula-and- 
slide-rule rather than the fast-pitch, foot-in-the- 
door school. Many hundreds of hours of top- 
level conferences preceded the decision to 
embark on this bold campaign. 

Their assurance is your assurance. With 
astute market cultivation, the future can indeed 
“belong to gas.” 

Thermoelectric generation is here today. It’s 
only a matter of a little time until the furnaces 
you are selling will generate the needed electric- 
ity to power the circulating fan. Then gas fur 
naces, once and for all, will be freed from the 
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vagaries of the weather, which knock down 
power lines and cut off warm air circulation 
just at the time it is needed most. 

And it’s only a matter of a little more time 
until you will be installing energy converters 
in the homes of your customers, and they wil! 
be freed from their dependence upon power lines 
forever. L.P. gas will be their sole source of 
energy! 

Now gas has begun to emerge as the fuel that 
can claim the right to wear the mantle of mo- 
dernity. While electricity will no doubt continue 
to broadcast its claims, they are now shown up 
for what they really are—words and nothing 
more. 

The shift in emphasis is important to all gas 
dealers everywhere. Suddenly, they can take the 
offensive and place their competition on the de- 
fensive. Their positions can be reversed. And 
perhaps the happiest part of the whole competi- 
tive picture is that, just as suddenly, electricity 
itself is gas’ ally. You can promote the good 
things that electricity does in the home—running 
the TV and the radio, powering the cake mixer, 
and providing the lighting-—without at the same 
time promoting your arch enemy, the electric 
utility. You might even start merchandising 
television sets—think of the extra gas load 
they will mean! 

This, again, is not as fantastic as it may 
sound. Southern Cal and Southern Counties have 
already started promoting the use of electric 
appliances (see page 31). 

It’s our feeling that this new merchandising 
concept can be every bit as meaningful to the 
L.P. gas industry as to the natural gas industry. 
Even more so, perhaps. For if natural gas can 
now produce all the energy needs in the home, 
LPG can do the same—and more. Remember, our 
fuel can even run your automobile! e 





TLC’ dryer control 
thinks for itself 


.». all she does * 
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Robertshaw TLC* dryer control 


does for the laundry 
what automatic cooking 
has done for the kitchen! 


Robertshaw’s TLC* dryer control automatically 
determines evaporation taking place by measuring 
temperature drop of air passing through wet clothes 
... calculates with extreme accuracy the amount of 
drying required for any size load, any fabric, any 
mix. Temperature is gradually reduced as clothes 
approach desired dryness. When set dryness is 
reached, heat is turned off for gentle fan-cooling. 
Results: tender, loving care for even the daintiest 
things, because: 
e | LC eliminates drying time guessing . . . there 
is no timer 
dries everything from single handker- 
chief to full load 
drying temperatures safe for all fabrics... 
any mix 
prevents over-drying . . . and reduces 
tumbling wear 
delivers cool, dry clothes . . . wrinkling 
reduced 
LC is as simple to operate as your range 
oven control 
In short . . . TLC dries clothes safely . . . in the 
least amount of time . . . economically . . . auto- 
matically .. . and without a timer .. . not even a 
hidden one! Specify Robertshaw TLC control on 





your 1962 dryers. vMA7790 


... the name that MEANS temperature control 


ROBERTSHAW THERMOSTAT DIVISION 
Robertshaw-Fulton Controls Company 
Youngwood, Pennsylvania 
Canadian Affiliate 
Robertshaw-Fulton Controls Company, Limited, Toronto 


*Trade Mark — Robertshaw TIMER-less control system for any dryer 
(available on 1962 dryers) 
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Why engine rings and 
valves wear fast 
Nebraska 


We are having a problem with 
two tractors that have been con- 
verted to propane. 

For the first four years there 
were no difficulties; then the valves 
were ground for the first time. But 
after about only 20 hours of oper- 
ation, they began to tighten up 
and pull themselves down into the 
seats. 

We were told to take the rota- 
tors out of them, which we did, but 
it didn’t do any good. 

One customer put stellite valves 
and seats in, but still it didn’t 
help. The lock nuts on the valve 
adjusting screws have been double- 
nutted so they won’t loosen. 

GS. PF; 


It is difficult to diagnose engine 
problems by mail. There are many 
factors, both regarding engine con- 
ditions and the type of work done, 
that could affect functioning of the 
valves and cause the trouble. 

If the valves are ground so that 
the edges are too thin, the edge will 
heat up and cause detonation which 
will, in turn, raise the combustion 
chamber temperature. This will ac- 
celerate wear of rings and valves. 
Detonation is not easily detected when 
LPG is used because it has relatively 
slow burning characteristics. 

Another factor which may cause 
burned valves it a lean mixture. Most 
L. P. gas carburetors have adjust- 
ment for power and economy, and it 
is false economy to try to save gas 
by adjusting them too lean. You will 
probably lose power and certainly 
can damage the valves. Power should 
be adjusted to a 13-1 ratio on the 
gasoline scale, and proper equipment 
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should be used to measure the fuel 
air ratio when you are making the 
adjustment. 

It is very unusual to hear about 
stellite valves and seats burning. We 
can only assume that the job was 
done incorrectly or the valves were 
lashed in an improper manner.—Ed. 


You can't beat L.P. gas 
for camping equipment 
California 

I would like to locate any infor- 
mation about the advantages of 
L. P. gas over gasoline and other 
fuels for camping equipment. 

I want to know why I should 
use propane gas. Some people claim 
that propane is unduly hazardous 
and explosive. I know that this is 
not the case as I have used pro- 
pane equipment for some time. I 
know that it is handy, burns clean 
and hot, and is quick to set up. I 
need to know more about it. How 
poisonous is the gas in relation to 
natural gas? Also, what is the 
flammability and explosive range 
in comparison with gasoline? 

Are there any reports or articles 
on record that could help me? 

W. B. H. 


I do not know of any written 
information in a single article that 
makes a point of the advantages of 
L. P. gas over gasoline and other 
fuels for campers or camping. 

From the safety angle, anyone who 
cares to investigate can find evidence 
in NFPA (National Fire Prevention 
Association, 60 Batterymarch St., 
Boston 10, Mass.) and other fair- 
minded association reports that gas 
(including L. P. gas). ranks well in 
this respect. Matches, cigarettes, etc., 
rank No. 1 as the cause of fire loss 
values, followed by electricity (which 
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Nine reasons why L.P. gas is safest for 
camping ... Why engine rings and valves 
might wear fast... 


the electric people claim to be so 
safe), then fuel oils, including gaso- 
line and kerosene. Gas is far down 
the list, causing about 2 per cent 
of the loss value, while fuel oils 
cause about 11 per cent and electricity 
nearly 15 per cent. L. P. gas is 
falsely blamed for many fires and 
accidents. Newspaper reporters are 
looking for the sensational, and if 
some bystander merely says some- 
thing about L. P. gas, the reporters 
are off and running. 

Some of the reasons I think L. P. 
gas is safer for camping equipment 
are: 

1. By necessity it must be stored 
and carried in a tight container 
because it must be kept under pres- 
sure, 

2. The containers, in order to with- 
stand the pressure of propane, are 
strong and can hold up under 
rough handling. 

3. It will not spill unless someone 
deliberately opens a valve or acci- 
dentally breaks off the valve. This 
isn’t likely to happen. 

4. The containers, regulators, and 
other devices manufactured for its 
handling and storage are constructed 
to exacting specifications and afford 
the optimum in safety. 

5. It cannot be carried around in 
glass jars, containers with wads of 
paper or potatoes for corks; nor can 
it be easily spilled on clothing or 
camping equipment presenting a ser- 
ious fire and safety hazard, as can 
liquid fuels. 

6. If some of it should escape, it 
will either be in the gaseous form 
or will immediately convert to the 
gaseous state and quickly dissipate, 
unless the leakage occurs in an en- 
closure. Gasoline or other fuels will 
create a similar hazard in a closed 
space. 

7. Although heavier than air, it 
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Don’t take our word for it—try 
a new Rit@aio Flaring Tool! 
See if you don’t get smoother, 
stronger, more uniform fiares 

. in less time and with less 
effort than ever before! 

Then, compare this new 
Ri@oHio Flaring Tool, feature- 
by-feature, with any flaring tool 
you’ve ever seen or owned: 
® Feed releases automatically 
when flare is fully formed. @ 
Reversing feed screw burnishes 
flare. © Hardened steel die bars 
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are precision-machined. ® Large, 
comfort-grip feed screw handle 
turns easily.®@ Precision-ground, 
hardened steel flaring cone, ec- 
centrically mounted in precision 
bearings, produces rolling action 
for even metal flow . . . gives 
uniform flare walls without gall- 
ing. ® Tubing hole sizes are 
clearly marked. ® Easy sliding 
rugged malleable yoke serves as 
stop for tubing to give correct 
flare size. ® Yoke clamp screw 
fits into centering hole . . . locks 
bars, yoke and tubing into per- 
fect alignment. ® Stop pins 
keep yoke on die bars at all 
times . . . yoke can’t slide off. 


FRIED No. 457 for 45° flares, “e’’ to %’’ O.D. (7 sizes) 
5; | PRUBRID No. 459 for 45° flares, Ye’ to %’’ O.D. (9 sizes) 
* | RREGEID No. 376 for 37° flares, %’’ to %’’ O.D. (6 sizes) 


See and try these new RIGID Flaring Tools. Your Supply House has them. 
RIGID Work-Saver Pipe Tools 
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will quickly dissipate if reasonable 
ventilation is afforded. Gasoline va- 
pors are heavier than air, too, and 
even heavier than L. P. gas vapors. 
Liquid gasoline and oil will lie around 
and saturate clothing, etc. 

8. L. P. gas has a higher ignition 
temperature and its flammable limits 
are narrower than gasoline or oil 
vapors. 

9. L. P. gas is not toxic (poison- 
ous). It does have anesthetic qualities 
and it is like any other gas (inert 
gases such as CO, and nitrogen in- 
cluded) in that if enough is allowed 
to escape and the ratio of oxygen 
in the atmosphere is reduced to 15 
per cent or less, animal life will 
suffocate. 

Propane and butane are collective- 
ly termed L. P. gas. The flammable 
limits for propane are 2.0 to 9.5, 
and for butane they are about 1.5 
to 8.5 per cent of gas in air. I do 
not have the inflammable limits for 
gasoline and fuel oils. 

The main problem encountered in 
the use of L. P. gas, as with other 
fuels, is the careless and thoughtless 
person who does not respect the 
potential danger stored in it. He 
allows equipment to be damaged, im- 
properly maintained, if at all, does 
not follow codes or regulations that 
have been carefully worked out by 
informed people for its safe use. 

The camper should use good equip- 
ment that is made in accordance with 
the recommended codes. This includes 
containers fabricated to ICC or ASME 
specifications and auxiliary devices 
which carry Underwriters’ Labora- 
tories, American Gas Association, or 
other nationally recognized testing 
laboratories’ seals of approval. It 
should then be assembled or installed 
by competent trained tradesmen. 

The NFPA Pamphlet No. 58 is a 
nationally recognized standard for 
the storage and handling of liquefied 
petroleum gases. Most states and 
many countries and municipalities 
have their own codes which are gen- 
erally based on the regulations in 
NFPA No. 58. 

Nearly 10 billion gallons of L. P. 
gas were used in this country during 
1960. Approximately 44 per cent was 
used for domestic and commercial 
service, which includes mobile homes, 
camping trailers, etc. It is estimated 
that there are in excess of 12 million 
L. P. gas installations in the United 
States serving industry, commercial 
establishments, chemical plants, per- 
manent and mobile homes, but not 
including camping equipment and the 
like.—Ed. 
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SOLVE DUCT INSTALLATION 
PROBLEMS, REDUCE LABOR 
COSTS WITH EMPIRE PACKAGED 


CENTRAL HEATING 
SYSTEMS 


Use Empire’s free layout service. 
You get compiete installation 
specifications for right size 
Empire Heating Unit, necessary 
Redi-Pak duct work and com- 
plete instructions. Write today 
for details. 


PACESETTERS IN QUALITY, COMFORT AND ECONOMY 
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After 11 years as an independent, Al Miller, owner 
of the Miller Appliance Company of Sauk City, 
Wisconsin, has gone branded. Why? One unique 
experience proved to Mr. Miller that he was dealing 
with a remarkable company. 


In Mr. Miller’s own words: 
“A real cold wave rushed into the Sauk City area a few 


winters ago. Almost every gas supplier was shut down and I 
went home that night wondering how I was going to fill all 
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St. Paul 1, Minnesota 
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Cleveland 15, Ohio 


7730 Carondelet Ave. 
Clayton 5, Missouri 


3435 Broadway 
Kansas City 11, Missouri 


20 N. Wacker Drive 
Chicago 6, Illinois 
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my fuel orders the next day. In the morning, I went to the 
plant and was astonished to see my full supply of LP gas on the 
siding. Cities Service had delivered it practically over night. 
That’s what I call service!” 


Mr. Miller realizes that the name Cities Service 
means quality and prestige as well as service. 
That’s why he’s joined a growing number of leading 
LP GAS distributors in proudly displaying the 
Cities Service emblem. 
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A BPN Exclusive 


Suburban’s salt cavern 


completes first year's operation 


WILLIAM W. CLARK »* Editor 


SUBURBAN GAS’ UNDERGROUND STORAGE RESERVOIR 
near Moab, Utah has just completed its first winter 
of service. 

“We withdrew about 750,000 gal. between Sept. 
15 and March 1,” reports R. C. Harris, senior vice 
president of the Pomona (Calif.} based marketer. 

This, however, is a modest record compared to 
withdrawals planned for next winter and subse- 
quent years. 

“The initial capacity of the reservoir is 62,000 
bbl. (2,604,000 gals.),” says Harris. “Our original 
plan called for a 100,000-bbl. (4.2-million gal.) 
cavern, but we had to stop short last summer in 
order to have it ready for winter use. Then there 
still was not time to fill it to initial capacity.” 

The cavern plays an important role in Subur- 
ban’s fast-growing distribution pattern in the New 
Mexico-Arizona-Utah-Colorado area. In the early 
winter, a year ago, the company announced it had 
purchased market outlets at Dove Creek, Colo.; 
Monticello, Utah; and Las Vegas, N. M.* These 
were in addition to plants it already owned at Moab 
and Monticello, Utah; and Glenwood Springs, 
Grand Valley, Grand Junction, and Cortez, Col. 

At the same time, Suburban revealed it had con- 
tracted for the entire output of LPG from South- 
ern Union Gas Co.’s new stripping plant, Lybrook, 
N. M., and its existing natural gasoline plant at 
Bloomfield, N. M. This gave the company excellent 
sources of supply (an estimated 20 million gal. 
annually) to augment its existing source in the 
region, E] Paso Natural Gas Co.’s plant at Wingate, 
near Gallup. 


September, Suburban also purchased Las Vegas 
a utility serving 2500-Btu vapor through a piped 
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Profile of well and cavern. Dotted line indicates general shape 
of the cavern itself. Brine solution is injected and withdrawn 
through innermost casing, propane through the intermediote 
casing. 





Suburban’s salt cavern 





The brine storage pit, as it appeared when under construction. 
The sides were covered with asphalt-impregnated planking. The line 
shown here cycles brine between the reservoir and the well. 
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It goes in (and comes out) here. 
The Christmas tree at storage 
well No. | is viewed approv- 
ingly by Senior Vice President 
R. C. Harris (center), flanked 
by Robert Ut, salesman driver 
(left) and Rex Wheeler, New 
Mexico division manager. 


Overall view of storage site showing facilities still under construction. Brine 


reservoir is in background, at right. Storage well is on beyond it, in the approxi- 


mate center of the photo. 


Bloomfield and Lybrook are well 
to the north of Wingate, so this 
contract substantially cut trans- 
portation costs to these northerly 
markets. Wingate, however, is still 
being used as one source of supply 
for other Southern markets. 

Since natural gas production is 
higher in winter than summer, be- 
cause of demand, Suburban can 
count on an increased supply of 
product when it is most urgently 
needed. Still, the company’s mar- 
ket ratios are steeper than the sup- 
ply ratios. “In some parts of New 
Mexico, we are running 5 to 1, 
winter to summer,” observes Har- 
ris. 

So when the new markets were 
acquired and the new sources of 
supply contracted for, the salt 
dome loomed large in the com- 
pany’s expansion plans. 

Suburban had been investigating 
underground storage sites for sev- 


Completed brine reservoir, partially filled with solution. The huge 
bowl which must be at least equal in size to the underground 
storage cavern, has a capacity of 100,000 bbl. of brine. 
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The two LPG tanks serve as intermediate storage for product 


coming into or going out of the cavern. In foreground, regenerating 


equipment for the dehydration unit. 


eral years. When the opportunity 
came to take the Southern Union 
product, the search was intensified. 
Attention was turned to the Moab 
area, which has favorable salt dome 
formations. There the company 
found a 15-acre site, favorably lo- 
cated just 100 ft. from Utah High- 
way No. 160 and 1 mile from the 
town of Moab, Utah. The locale is 
on the main route from Bloomfield 
and Lybrook to both Grand Junc- 
tion and Grand Valley, and is not 
too far past Monticello. In sum- 
mer, the company reasoned, the 
product could be hauled part way; 
in winter, the rest of the way. 

Suburban called in Union Texas 
Natural Gas Corp., Tulsa, a com- 
pany with a great deal of experi- 
ence in developing underground 
storage facilities, to make surveys. 
The formation was found suitable. 
The site also afforded ample room 
for expansion. Three additional 
caverns, comparable in size to the 
100-000-bbl. ultimate capacity of 
the first, can be washed out when 
needed. 

Union Texas was given a turn- 
key contract to build the plant, 
with Project Engineer Neil E. Van 
Fossen in charge. Drilling was be- 
gun in March 1960. 

The bed of salt out of which the 
cavern was excavated is estimated 
to be at least 8000 ft deep, begin- 
ning at a depth of 920 ft. As the 
drawing shows, the storage well 
was drilled to a depth of 1922 ft, 
and 3%-in. O.D. casing was run 
to that depth. Through this line, 
either fresh water or brine is 
pumped into the well, and brine is 
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from the line. 

This line is encased in a 7-in. 
O.D. pipe, which was run to a depth 
of 1609 ft. Propane is injected and 
withdrawn through this pipe. 

The outside casing is run to a 
depth of 1400 ft. This marks the 
top of the cavern. 

A cavern is excavated by wash- 
ing. Fresh water is injected into 
the salt bed, dissolving salt to the 
saturation point, after which the 
water is recovered from the well 
as a heavy brine. (It weighs about 
11 lb. per gal.) In this process, 
the tremendous volumes of brine 
produced must be disposed of. 

Once the excavation has been 
completed to desired size, it is full 
of brine solution. Then, as LPG is 
injected under pressure, it dis- 
places an equal volume of the brine, 
which is then piped to a reservoir 
for future use. When withdrawals 
of LPG are to be made, the brine 
solution is drawn from the reser- 
voir and pumped into the excava- 
tion to displace the LPG. 

As long as the water in the cav- 
ern is in the form of a saturated 
brine, the walls will not be further 
washed. At any time the company 
wishes to enlarge the storage area, 
however, all it need do is inject 
controlled amounts of fresh water 
instead of brine. 

Washing of the Suburban exca- 
vation was carried on at a rate of 
250 gpm. The waste brine was 
run through a line to a disposal 
well 2500 ft away, sunk to the level 
of brackish water. The well casing 
was perforated at 1280 ft. Shallow 
or above-ground disposal would 


also withdrawn 


Salt bath heater used in the dehydration process. A salt solution 
is heated to 700 deg., 
reaches a temperature 


then transfers heat to the propane, which 
of 465 deg. 


have ruined the soil completely. 

In order for the excavation to be 
completely emptied of product 
without further washing of the 
salt formation, the above-ground 
brine reservoir must be of a capac- 
ity equal to that of the cavern. 
Since the reservoir is a costiy item 
in construction, it limits the size 
of the excavation—in this case to 
100,000 bbl., according to Harris. 

The reservoir is an open recep- 
tacle carved out of the earth’s sur- 
face. The bottom is lined with 18 
in. of compacted Bentonite clay, 
the sides of planking impregnated 
with asphalt, each joint measuring 
11 ft. in length, 36 in. wide, and a 
half inch thick. 

The brine is cycled back and 
forth between the well and the res- 
ervoir through a 4-in. line. A 25-hp 
pump carries it into the well. 

Propane is cycled between two 
above-ground storage tanks and 
the well through a 3-in. line. The 
two tanks, of 17,000-/ and 27,000- 
wg. capacity, serve as interme- 
diate, in-and-out storage between 
incoming transports and the exca- 
vation. In the summer, the prod- 
uct is injected into the well by 
means of a piston-driven Gaso 
pump driven by a 100-hp electric 
motor. (Note that far greater 
power is needed to inject the pro- 
pane than the brine.) This flow 
can hit a rate of 180-190 gpm. In 
the winter, by means of brine in- 
jection, propane can be drawn off 
at a rate of about 150 gpm. 

Care must be taken to make sure 
that the product, when withdrawn 
from storage, is dry enough to 
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Suburban’s salt cavern 





meet specifications. A dewpoint 
tester is installed on the propane 
line to give readings. Suburban 
tries to maintain a —25-deg. dew- 
point in the winter, although a 
reading as high as —6 deg. is tol- 
erated. 

If the product fails to pass this 
test, it is diverted through a de- 
hydration unit. This unit consists 
of a Brown Fin-Tube heat ex- 
changer and a Parkersburg heater. 
The drying medium is activated 
alumina in 4-in. pellets. 

In the process, the propane 
passes through a 200,000-Btu salt 
bath heater. This device is a shell- 
and-tube heat exchanger contain- 
ing salt heated until it forms a 
viscous, molten liquid. The tem- 
perature of the salt is maintained 
at 700 deg.; this gives the propane 
a temperature of 465 deg. at the 
outlet. 

From the outlet at the salt bath 
heater to the inlet of the dehy- 
drator, the gas vapor may lose as 
much as 50 deg., but this tempera- 
ture level is more than adequate to 
assure a temperature of 360 deg. 
through the alumina bed. This heat 
level is needed to activate the pel- 
lets. 

After the propane has passed 
through the dehydrator, it must be 
cooled and returned to the liquid 
state. 

During the first winter’s opera- 
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Plot plan of the Moab site. Main highway is at extreme right. 


tion, the dehydration unit sat idle. 
All the product withdrawn was 
well within the specification limits 
as to moisture. 

When all—or almost all—the 
propane is withdrawn from the 
well, brine will begin to appear in 
the line. At this time, withdrawals 
must be halted. This is done by 
means of a salt probe, an electronic 
device which is installed in the gas 
line. When it senses the presence 
of salt, it automatically closes a 
valve, shutting off further flow. 

All deliveries into and out of 
storage are made by Suburban’s 
fleet of highway transports. Dis- 
patching is centralized at the 
Farmington, N. M. office, under the 
direction of Bob Clark, manager of 
Suburban Gas Distributors, the 
company’s supply and transporta- 
tion firm in the area. 

During the winter months, the 
storage well serves all the require- 
ments of Moab, Utah and other 
points in Colorado. 

Loading and unloading at the 
tanks is done at the rate of 150 
gpm. Two Corken’s compressors 
are used to move product either in 
or out, each being installed in a 
two-way piping arrangement. Two 
trucks can be simultaneously load- 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 





ed or simultaneously unloaded. 
Piping connections are located in 
a concrete center curb for efficiency 
and safety. 

At press time, recovery percent- 
age figures were not yet available. 
However, Harris was estimating 
the loss of product on the initial 
cycle would run about 5 per cent. 
This is caused by gas being 
trapped in pockets in the walls of 
the cavern. This loss will be mate- 
rially reduced on subsequent cycles. 

From a cost standpoint, the 
Moab project has exceeded initial 
estimates. Investment cost, not yet 
finally determined, may approach 
$2.50 per bbl. of capacity. This 
compares with $21 or $22 for 
above-ground tanks. 

Operating expenses consist of 
labor costs for one man, on a single 
shift, year around; power costs to 
operate the equipment; and mainte- 
nance of above-ground equipment. 

As pointed out, the present cav- 
ern represents only a start in Sub- 
urban’s plans for developing the 
Moab site. It can be enlarged up 
to 16 per cent per year by the use 
of fresh water on each cycle of 
washing. However, since Subur- 
ban’s needs are not pressing at this 
time, it is expected that this com- 
ing summer’s enlargement will be 
held to 5 per cent or less. 

But ultimately, if the market 
warrants it, the company can have 
a total of four reservoirs on the 
site, giving it 16.8 million gals of 
storage for winter use. s 
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How's that 
again? 


Can it be that a gas utility (two of 
them, in fact) is actually promoting the 
use of electricity? 

The ad at right has been appearing in 
southern California newspapers in recent 
weeks. It extolls the virtues of “balanced 
power homes’—homes with “adequate 
wiring” and “modern gas.” Says the 
ad, “They give you the best of modern 
gas and electricity ... for easiest living 
at lower cost.” Another ad in the same 
series states, “The basic planning of a 
‘balanced power’ home stems from new 
concepts of modernity and convenience 
that are by far the most logical, com- 
monsense advancement in home build- 
ing. In a ‘balanced power’ home, each 
household job is done by the power that 
can do it most efficiently, most con- 
veniently, and at lowest cost.” 





ve the day ; 
= ” \ Gas It's a one-two 


be run eve ry thing punch 


; N The ad at left reveals the companies’ 

iN) youl | \\e © strategy. They are promoting the use of 

‘ Ol electricity today because tomorrow they 
will be generating it! 

“For your lights and motors in the 
future,” reads the ad, “gas will be able to 
quietly make electricity in a small device, 
tucked away in a closet or put near the 
furnace. 

“The future belongs to gas.” 


a 
ones 
rues of 
ve 


as " The two campaigns, “balanced power” 
i) > and “the future belongs to gas,” are being 
_ run concurrently. They are conceived to 
promote the idea of direct energy conver- 
sion, which will one day obsolete power 
lines. (For more information on direct 

energy conversion, turn the page.) 
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_ ENERGY 
CONVERSION 


is on the move 


ROBERT CLAY * 


ENERGY CONVERSION, THE DIRECT 
CONVERSION OF HEAT ENERGY INTO 
ELECTRIC ENERGY with no_ in-be- 
tween machinery of any kind, is 
one of the hottest subjects—both 
literally and figuratively—in the 
gas industries. Hot in the literal 
sense in that some energy conver- 
sion devices operate at tempera- 
tures as high as 5000 deg. and 
must be turned off after a few sec- 
onds operation to prevent them 
from burning up. Hot in the fig- 
urative sense in that energy con- 
version is being investigated by 
countless companies and research 
groups, some of which are spend- 
ing huge sums for research and de- 
velopment. 

To illustrate the tremendous in- 
terest: Stanford Research Insti- 
tute has received inquiries from 
some 90 companies interested in 
setting up new research projects 
in energy conversion. 

Why this sudden excitement 
about something as prosaic as pro- 
ducing electricity? 

Part of the answer lies in the 
space effort. In space vehicles, in- 
ternal space is critical. Instruments 
must be run, but the power source 
must weigh the absolute minimum. 
For missile men, the prospect of 
turning waste heat into electricity 


A BPN Staff Report 


without using moving parts is al- 
most too good to be true. 

But space requirements are only 
part of the story behind the cur- 
rent interest in energy conversion. 
Some engineers and scientists be- 
lieve that energy conversion can 
solve some of mankind’s ever-pres- 
ent energy problems. Thus, all 
civilization would profit from the 
direct conversion of heat into elec- 
trical current. Members of the 
natural and L. P. gas industries 
would, of course, profit more than 
most, for the heat that produces 
the electricity can be best produced 
by gas, either natural or LPG. 

Currently, four devices turn gas 
directly into electricity without 
moving parts—the thermoelectric 
generator, the thermionic convert- 
er, the fuel cell, and the magnet- 
ohydrodynamic converter. Each 
can be compared to a device now 
in common usage. The thermoelec- 
tric generator is similar to the 
thermocouple; the thermionic con- 
verter to the vacuum tube, the fuel 
cell to the storage battery, and the 
magnetohydrodynamic converter to 
an automotive generator. 

As a group, these four devices 
are potentially more efficient than 
steam or hydroelectric power 
sources. As_ individual devices, 
some show great promise of high 
efficiency in a small package. 


Managing Editor 


Experts are optimistic about 
energy conversion devices. At a 
West Coast unveiling of the natu- 
ral gas fuel cell in mid-February, 
Dr. Martin Elliot of the Institute 
of Gas Technology at the Illinois 
Institute of Technology, said: “It 
is probable that within the next 
decade, fuel cells will be used in 
many of the smaller power appli- 
cations. After this, we may see 
more extensive application of fuel 
cells in larger power units.” 

At the same press conference, 
John Gayle of Stanford Research 
Institute said: “It is conceivable 
that they (energy conversion de- 
vices) will be providing power that 
eventually will help light up the 
city of the future.” 

Gas people, are even more en- 
thusiastic. The West Coast debut 
of the fuel cell was staged by 
Southern California Gas Co. and 
Southern Counties Gas Co., both 
of Los Angeles. The possibilities 
for the future were clearly spelled 
out by Southern Cal vice president 
Frank M. Foster: “The gas indus- 
try, as a whole, is on the verge 
of tremendous technological ad- 
vances, advances which could 
change for the better the lives of 
all of us. The great progress that 
has been made in the field of con- 
verting natural gas into electricity 
certainly points up the possibility 
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FOR YOU 10 CROW ABOUT FROM 


bryant 





395 SERIES Last word in a deluxe 
furnace for the better new home 
and replacement market. 


393 SERIES Top-styling, Bryant 
quality and features in a furnace 
priced for low in-place cost. 
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STYLE D BY RAYM 0 N D LO EWY. .. foremost American 


designer. Smart colors and design are combined in a manner that says 
“quality”’ at first glance. The “furnacey”’ look is gone. These units 
sparkle with beauty that makes them easier than ever for you to sell 
at full margin 


MORE JOBS WITH FEWER MODELS Bryant's unique 


1961 design offers upflow, downflow and basement models in both 
the 393 and 395 series. By use of counterflow and drop duct kits, or 
Bryant’s basic furnace will meet any of these applications. More 


flexible local stocks mean faster delivery to your job. 


NEW “MORE FOR THE MONEY” VALUE Bryant, 


always tops in quality and features that appeal to customers, now 
puts you in a better pricing position than ever before. 


N EW COM PLETE LINE You can sell both the “‘price”’ 


buyer and the man who wants to “‘go deluxe’’. Series 393 and 395 
have no “‘gaps”’ in the line. You can size to the job. Series 393, 


80,000 Btu to 150,000 Btu; Series 395, 80,000 Btu to 400,000 Btu. 


N EW QU ETN ESS Bryant’s big, powerful blower is very quiet, and Z 


is designed to handle the volume of air required by summer cooling. Other 
features include the rigid, one-piece welded casing and Bryant's fuel-saving 
burner that splits the fire to “‘scrub”’ the sidewalls of the heat exchanger. 


FLEX| BLE FI NANCI NG to fit your own and your customers’ needs. 


...AND THAT ISN'T ALL. FOR 
THE FULL STORY ON THE 
NEW BRYANT PROPOSITION 


call our local distributor or factory branch. BRYANT MANUFACTURING COMPANY 
indianapolis 7, indiana 





NEW IDEA| 


TO HELP YOU MAKE 3 SALES INSTEAD OF 1 


BRYANT HOME COMFORT CORE 


The Bryant Home Comfort Core is an easy 
way to get prospects to think in terms of 
buying complete year ‘round comfort in- 
stead of a single piece of equipment. It 
combines an air conditioner, a furnace and 
a water heater. 

It is a lot easier to sell two or three related 
products at a time than you may think. 
Dealers tell us that 3 out of 5 air condition- 
ing buyers are pushovers for a new furnace. 


Builders have to include a furnace and water 
heater. Smart builders— north and south - 
are now including air conditioning TO 
HELP SELL HOMES. 

With the Bryant Home Comfort Core you 
can offer them the whole package and with 
it one of the most sensible, down-to-earth 
new home merchandising programs you've 
ever seen. It’s flexible enough to fit both 
small and large builders. 


12 REASONS 
WHY DEALERS 
LIKE BRYANT 


1. A MOST COMPLETE LINE of 
products and range of prices to 
fit your market. 


2. SALES AND SERVICE HELP 
from nearby distributor or 
factory branch. 


3. FAST DELIVERY from local 
stocks. 
4. EXCLUSIVE FEATURES make 


selling easier. 


5. NATIONAL REPUTATION helps 


you sell. 


6. LOCAL ADVERTISING with 
factory and distributor help. 


7. STABLE SALES POLICIES that 
protect you. 

8. SOUND SALES and technical 
training. 

9. BUSINESS MANAGEMENT aid 
helps you keep profits. 

10. BRYANT’S financial strength. 
11. LIBERAL FINANCING and 
credit tailored for you. 

12. GAS AIR CONDITIONING. 

Ask your Bryant distributor or factory 
branch about how the Bryant Home 
Comfort Core and its merchandising plan 
will help you do extra — and profitable 
— business. 


BRYANT MANUFACTURING CO. 
indianapolis 7, Indiana 


Join up with Bryant 


bryant 


the company on the move! 





Energy conversion 





that the home of the future will 
have just one power supply—-nat- 
ural gas. 

“Natural gas will continue to do 
the big jobs of heating and cool- 
ing your home, cooking, water 
heating, refrigeration, and clothes 
drying. But electricity for such 
plug-in appliances as radios, TV 
and hi-fi sets, dishwashers, and 
other motors might well be gener- 
ated in a natural gas converter no 
bigger than an ordinary suitcase.” 

Right now, therefore, BPN pre- 
sents a run-down of what has hap- 
pened, what is happening, and 
what may happen to each one of 
the devices. Much of this material 
has been supplied by Gayle and 
Dr. Elliot. 


Thermoelectric Generators: 
Thermoelectricity, or TE, appears 
to be the first direct heat-to-elec- 
tricity method headed for wide- 
spread practical usage. Actually, 
it is already in widespread prac- 
tical usage in a limited way. The 
common thermocouple is a small, 
but genuine thermoelectric device. 
In the thermocouple, heat increases 
the kinetic energy of the electrons 
at the hot junction. This energy 
is greater than that at the cold 
junction, so charged carriers flow 
away from the hot end. 

Recent advances in solid state 
physics, the result of work on 
transistors, has brought renewal 
interest in thermocouples. Scien- 
tists have begun to understand 
thermocouples better and are thus 
able to improve them. They have 
found that certain semiconductors 
can produce sufficiently large 
amounts of electricity to make 
energy conversion feasible. With 
the space-missile effort as the spur, 
programs have been set up all 
over the country. 

Out of these programs have 
sprung some 25 different TE gen- 
erators. Basically, all consist of a 
heat source and a structure of 
thermocouples called a thermopile. 
The thermopile is constructed so 
that one end of the thermocouple 
may be heated and the other end 
cooled at the same time. The power 
depends on the difference in tem- 
perature between the two ends. 
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The greater the difference, the 
greater the power. The highest ef- 
ficiency of most thermocouples so 
far is about 8 per cent satisfactory 
for space, but not for domestic 
use in most cases. In domestic ap- 
plications where this efficiency 
may prove adequate, manufactur- 
ing costs have been too high to 
allow commercial production. A 
small generator, capable of deliver- 
ing 5 kw (about 6% hp) might 
have more than 500 thermocouples. 
At current rates, the cost of pro- 
ducing a TE power generator in 
volume would be over $1000 per 
kw, compared to $50 to $150 per 
kw for conventional power genera- 
tors. And in the case of larger 
units, the heavy weight per kilo- 
watt is also against the TE unit. 

Despite these current limita- 
tions, thermoelectric devices are 
moving ahead at a rapid rate. Let’s 
take a look at some of the applica- 
tions. 

The first industrial application 
was in the gas industry. Northern 
Illinois Gas Co. has had a 10-watt 
TE generator in a cathodic protec- 
tion installation for a number of 
months. Made by Minnesota Min- 
ing & Manufacturing Co., the de- 
vice had done “a perfect job,” ac- 
cording to the utility. Capable of 
protecting a 140-mile, 22-in. pipe- 
line under favorable ground condi- 
tions, the TE generator costs about 
$3 per year to run, as opposed to 
$5.90 for the electric power used 
by the rectifier it replaced. While 
the initial cost of the TE unit was 
much higher, NI-Gas believes the 
price could be competitive if the 
device were mass-produced. The 
company is now testing a 100-watt 
unit specially built by Westing- 
house Electric Corp. 

The most recent (at this writ- 
ing) development in thermoelec- 
tricity is the mid-February an- 
nouncement by Minnesota Mining 
& Manufacturing that a group of 
leading gas utilities were joining 
it in “a cooperative program for 
the design of pre-production pro- 
totypes of a thermoelectric furnace 
generator.” At the close of the 
18-month program, each of the 11 
participating utilities will receive 
an operating furnace system in 
which a TE generator supplies the 
power for the blower or pump mo- 
tors. At the same time, a prototype 


Dr. Martin Elliot of the Institute of Gos 
Technology holds a fuel cell unit in front 
of a model of one of the fuel cells op- 
erating in the IGT labs. John Gayle, 
energy conversion expert from Stanford 
Research Institute, listens as Dr. Elliot ex- 
plains thet a fuel cell of this size could 
provide all the electricity needed by on 


average house. 


will be submitted to AGA for test- 
ing and approval. Furnace manu- 
facturers will be invited to use the 
prototypes and the accompanying 
engineering data to incorporate TE 
generators in their own production 
models. 

3M, which had demonstrated a 
wall heater with a TE generator 
at the AGA convention last Octo- 
ber, cited four distinct advantages 
for the new unit: No operating 
cost, since the unit only “borrows” 
heat; gradual start-ups, eliminat- 
ing sudden drafts and noises; heat- 
ing service unaffected by power 
failures; virtually nonexistent 
maintenance costs, since the TE 
generator has no moving parts. 

Previous thermoelectric develop- 
ments for home heating include, 
a late 1959 announcement by Lone 
Star Gas that it had developed a 
TE - powered infra - red ceiling 
heater for bathrooms, and, before 
that, the AGA announcement that 
it had conducted successful TE 
tests for furnace fans. Lone Star’s 
bathroom heater used 24 lead tel- 
luride thermocouples, each costing 
$4.50. However, by the time the 
heater was announced the thermo- 
couple price had dropped to $2 and 
it was believed that it might 
eventually be lowered to 50 cents. 

One of two devices, manufac- 
tured by General Instrument Corp., 
was designed for the Coast Guard 
as a power source for lights in 
land markers and off-shore buoys. 
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A 20-in.-high cylinder with two 
small boxes attached, it weighs 20 
Ib, will operate in continuous, un- 
attended service for one year on 
$15 worth of propane. 

The other General Instrument 
thermoelectric device is a 10-lb, 
5-w unit capable of running unat- 
tended for a year on 50 gal. of 
propane. It is intended as “an 
ultra-reliable, unmanned source of 
power for radio communications, 
sea and air navigation aids, and 
industrial and_ scientific instru- 
mentation in remote areas.” Mea- 
suring 12 in. in each direction, it 
resembles a paddle-wheel with a 
thick hub. 

Two other devices in the same 
category have been built by West- 
inghouse. One is TAP-100 (ter- 
restrial auxiliary power, 100 
watts), a 40-lb sphere about the 
size of a medicine ball. Propane- 
fueled, it produces enough power 
to light an ordinary room. Built 
for the Air Force, its main applica- 
tion is powering electronic instal- 
lations in remote areas. 

The second Westinghouse unit 
was built jointly with the Carrier 
Corp. and is probably the most 
spectacular TE generator yet de- 
vised, developing 5000 watts, and 
having an overall efficiency of 9.3 
per cent. This is expected to reach 
12 per cent (thus far, the highest 
for a TE device) by the middle of 
this year. It uses either natural 
gas or kerosene. Two units were 
purchased by the Navy after 35 
companies submitted bids. 

Many scientists think that the 
future TE is bright and they’re 
performing considerable research 
to make their thoughts come true. 
The two basic problems are im- 
proving thermoelectric materials 
and improving fabrication tech- 
niques. 


Thermionic Generators: Since 
one manufacturer is currently 
turning out 100 units per day, the 
thermionic generator may be the 
second energy conversion device to 
go into widespread practical usage. 

This device uses two closely 
spaced electrodes of a specially 
treated material in a vacuum or 
in cesium gas at low pressure. 
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When one electrode—the cathode 
—is heated by gas, electrons boil 
out of its surface and flow through 
the space to the anode. As with 
thermoelectric devices, the working 
fluid is a stream of electrons. The 
difference is that in the thermionic 
device, the electrons flow through 
a vacuum or a gas, rather than a 
solid as in the thermoelectric de- 
vice. Thus, the thermionic device 
somewhat resembles a radio vac- 
uum tube. 

As might be expected, the big 
electrical and electronic firms have 
made most of the progress to date. 

General Electric is turning out 
100 units per day. Each is about 
the size of a silver dollar, weighs 
three ounces, and delivers one 
watt. However, the unit costs $300 
to $350 and has an efficiency of 
only about 4.5 per cent. Still it 
serves its purpose, fitting into space 
satellites, getting its low heat re- 
quirement from the sun, and actu- 
ating devices which send messages 
back to earth. GE has also built the 
largest thermionic unit so far. 
yenerating 100 watts, it is also 
intended for space use. 

RCA has developed a thermionic 
device for defense use that fits into 
the expansion cone or around the 
flame tube of a large solid-propel- 
lant missile such as the Minute- 
man. The heat of the missile’s ex- 
haust generates electricity to 
power steering instruments. 

Westinghouse has designed a 
combination thermionic and 
thermoelectric generator for nu- 
clear fuel. The thermionic genera- 
tor would be in the center, taking 
advantage of the greatest heat. The 
thermoelectric generator would 
surround it, working on the lower 
temperatures. 

Research is, of course, going on 
at other companies — General 
Atomic, Thiokol, Thompson-Ramo- 
Wooldridge, to name a few. 

As with thermoelectric devices, 
the future of the thermionic gen- 
erator depends on solving certain 
material problems. Foremost of 
these is developing a cathode ma- 
terial that will be stable enough to 
last 20,000 to 25,000 hours, instead 
of the 20 to 100 hours of present 
materials. 


Fuel Cells: The fuel cell could 
beat the thermionic generator to 


widespread usage. Sometimes de- 
scribed as “a super-efficient storage 
battery that never needs recharg- 
ing,” it consists of two porous elec- 
trodes separated by an electrolyte. 
Gas is fed to one electrode, air or 
oxygen to the other. Gas is ad- 
sorbed by the catalyst on the anode 
electrode. It is activated and re- 
acts in the electrolyte, releasing a 
stream of electrons to an external 
circuit. Meanwhile, oxygen is ad- 
sorbed at the cathode, reacting 
with an electron from the external 
circuit and with the electrolyte, 
reforming the ion used up at the 
anode. 

This direct conversion via an 
electrochemical reaction means an 
inherently high theoretical ef- 
ficiency and that’s the prime rea- 
son for all the interest in the fuel 
cell. Actually, the fuel cell is prob- 
ably the most efficient known 
means of producing electricity. 
Many fuels have theoretical con- 
version efficiencies ranging from 
85 to 95 per cent. In practice, 
somewhat lower values are ob- 
tained, but the fuel cell is still 
more than twice as efficient as the 
average conventional power gen- 
erator. 

While fuel cells could be just 
around the corner, right now they 
are still in the development stage. 
And there are plenty of developers, 
including AGA, the Institute of 
Gas Technology, Battelle Memorial 
Institute, the U. S. Army, and pri- 
vate concerns. 

Battelle announced late last year 
that it had begun a five-year “ma- 
jor research effort” to advance fuel 
cell technology. In making the an- 
nouncenient, project director Dr. 
John McCallum said: “Before the 
fuel cell’s full potential can be 
realized, there will have to be a 
number of inventions, innovations 
and breakthroughs.” 

Perhaps the most eye-opening 
development in this field has been 
the Allis-Chalmers fuel cell trac- 
tor unveiled in October, 1959. Us- 
ing a mixture of gases, “largely 
propane,” 1008 fuel cells fed elec- 
tricity to a 20-hp electric motor. 
The 5270-lb vehicle developed “at 
least 3000 Ib of drawbar pull, 
enough to pull a multiple-bottom 
plow.” Among new A-C projects 
underway are “more advanced and 
sophisticated” types of fuel cells, 
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The Fuel Coll is similar to a super-efficient 
storage battery that never needs recharging A 
fuel cell consists of two porous electrodes 
P d by an ob lyte. Gas fuel is fed 
to one electrode, and air to the other 
Chemical energy is converted directly into 
electricity. The fuel cell is probably the 
most efficient means of producing electricity 
it is more than twice as efficient as the 
average i 
Fuel cells are 














already run an electric tractor for 
Allis-Chalmers on bottled gas 


The Thermectectric Generetor operates on a 
simple principle Apply heat ‘o the junction of 
two unlike metals and an electric current 

flows The safety valves on your furnace and 
water heater, and many thermostats, already 
operate on electricity generated entirely by the 
gas pilots. Thermoelectric devices are 
operating thousands of redios in Russia and 
Mexico Minnesota Mining and Manufacturing 
(The Scotch Tape Company) is building 
devices that are attached to a gas furnace 

and generate enough electricity to run 

the furnace fans Experimental thermoelectric 
generators are operating navigational buoys 
for the Coast Guard. The Navy has just bought 
two 5000 watt thermoelectric generators for 
test (35 companies submitted bids ) 


metal in a vacuum or in 

cesium gas at low pressure When one 
electrode (the cathode) is heated 
(by gas) electrons “boil out” of the 
surtace, flow through the space to the 
anode. and back to the cathode 

via the external electric circuit 
Thermionic converters, the size of a 
silver dollar. are now being 
turned out on a pilot line operation 

at the rate of 100 per day by one 

of America’s biggest manufacturers 
A second prominent firm has 
developed thermionic converters in the 
form of small vacuum tubes 














of electricity in the future 
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These are the four devices that turn gas directly into electricity without using moving ports. These drawings and explanations currently 
appear in o series of ads—by Southern California Gas Co. and Southern Counties Gas Co. 


further applications of fuel cell 
power, and a life test in which a 
bank of cells has operated for 
nearly 4000 hr. Latest announce- 
ment from A-C is that it has a fuel 
cell demonstration kit for use in 
the nation’s schools. 

What problems remain to be 
solved? Many, Dr. Elliot of the 
I.G.T. labs readily admits. 

But for the future, Dr. Elliot 
sees an 800-watt fuel cell, measur- 
ing just 1 ft in each direction, 
supplying an entire household’s 
electrical needs. The unit would 
operate at full potential 24 hr a 
day, storing up energy in a number 
of batteries, perhaps common auto- 
motive batteries. The efficiency of 
such a unit would be between 75 
and 80 per cent. Dr. Elliot believes 
that within the next decade fuel 
cells will probably be used in many 
of the smaller applications and af- 
ter that, more extensively in larger 
power units. 


Magnetohydrodynamic Conver- 
ter: While at this point it is prob- 
ably the least advanced of the four 
energy conversion devices, the 
magnetohydrodynamic converter 
(MHD, for short) is in at least 
two ways the most exciting of the 
lot. For one thing, MHD has the 





A reprint of this article can be 
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highest operating temperatures of 
the group—as high as 5000 deg.— 
and therefore some of the biggest 
problems: one MHD device could 
only be run four seconds, for fear 
it would melt. The second reason 
for the interest in MHD is that it 
has the potential ability of pro- 
ducing the equivalent of thousands 
of horsepower per cubic yard of 
equipment. 

The MHD converter resembles a 
direct current generator but has 
no moving parts. It uses a magnet, 
but instead of rotating copper coils, 
high temperature gas is moved 
through the magnetic field. So hot 
that it partially ionizes and there- 
fore become electrically conductive, 
this gas passes through a _ tube 
which has an electrode on each 
side. The electrodes collect the elec- 
tricity. The hot gas, called plasma, 
can be either the combustion prod- 
ucts of the fuel itself or an inert 
gas such as helium or argon. In 
either case, there is also a s0- 
called seeding agent, such as cesium 
or potassium which ionizes at a 
much lower temperature. Only a 
small fraction of the gas molecules 
need be ionized for the gas to be- 
come conductive and the seeding 
agent supplies a sufficient amount. 

MHD is efficient only in large 
megawatt sizes, hence its primary 
interest would be to electric utili- 
ties. Its increased efficiency over 
conventional power plants lies in 
the high operating temperatures, 
not the unusual way of converting 
heat directly into electricity. Since 


there is still usable heat in the 
gas that emerges from the MHD 
generator, this gas can be fed into 
steam power plants. Thus, addi- 
tional electricity can be produced. 
The combination of MHD and 
steam might result in 50 to 70 per 
cent efficiency, compared to about 
40 per cent for the best steam 
plants today. 

While MHD is still very much in 
the laboratory stage, progress is 
being made. At least four experi- 
mental MHD converters have been 
announced in recent months. 

MHD presents several problems, 
the biggest of which is finding ma- 
terials that will confine the hot 
plasma without disintegrating. 


Conclusion: From the preceding, 
it is not at all hard to conclude 
that the thermoelectric generator, 
the thermionic converter, and the 
fuel cell can play a big part in the 
future of the LPG industry. 

Within a few years, it should 
be feasible for the industry to be 
able to fight the inefficient all-elec- 
tric home with the highly efficient, 
truly all-gas home! 2 
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A BPN Staff Report 


ON JAN. 26, THE ELECTRIC APPLI- 
ANCE INDUSTRY lost its only “exclu- 
sive” among major kitchen appli- 
ances—the dishwasher. On that day 
the first domestic gas dishwasher 
was unveiled. 

Not only did it cancel out the 
kilowatters’ one advantage, but it 
also made present electric dish- 
washers obsolete. 

As announced in BPN last month, 
Preway Inc. of Wisconsin Rapids, 
Wis., presented its gas dishwasher 
before the Florida National Gas 
Assn. on Jan. 26. It quickly follow- 
ed with an invitation-only showing 
to distributors and builders at the 
National Association of Home 
Builders Show in Chicago. 

Preway, which proudly calls itself 
“the first manufacturer of a gas 
built-in appliance (the range),” 
says its dishwasher is the result 
of over 15 years of research and 
development. It adds that the unit 
is “so revolutionary in design and 
operation that it makes other previ- 
ously known methods virtually ob- 
solete.” 

Four basic features, says Pre- 
way, set this dishwasher apart from 
its competitors: 

1. Radial wash arms. Water 
comes from both sides of the tub, 
distributed by a pair of slowly re- 
volving radial arms which have 
raised ports to direct the streams. 
This means (a) that water travels 
less than half the distance it must 
travel in competitive models, thus 
insuring a forceful, more effective 
washing action, and (b) that distri- 
bution is complete to all portions of 
the tub. 

2. Complete flexibility in racking. 
Because the two racks are identical 
and because water comes from both 
sides, dishes, cups, glasses, etc., do 
not have to be separated and con- 
fined to certain areas. Thus, the 
racks can be filled, bottom to top, 
back to front, as dishes are dirtied. 
And because the unit accommodates 
services for 12, the entire day’s 
dishes for a family of four can be 
washed at once. 

8. Thermostatically controlled gas 
water heater. This exclusive feature 
is a big plus, since the conventional 
gas water heater is universally rec- 
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Gas dishwasher 


dampens 


kilowatters’ “package pitch” 


ognized as being more efficient and 
economical than its electric counter- 
part. The burner preheats water to 
160 deg. before the unit goes into 
its 10-min. wash cycle. 

4. High temperature sanitation 
rinse and drying. After the wash 
cycle, there are two 6-min, rinse 
cycles. Before the second cycle, the 
unit preheats the water to 180 deg., 
something no other domestic dish- 
washer now does. This is extremely 
important and therefore is the gas 
dishwasher’s biggest selling point, 
because all health and sanitation 
codes require that commercial dish- 
washers have a 180-deg rinse to kill 
germs. 

Designed to fit under any stand- 
ard cabinet, the Preway measures 
24 in. by 24 in. and is 34% in. high. 
A patented “quick connect” simul- 
taneously attaches three lines: gas, 
water, and waste. Front panels are 
interchangeable so the unit can be 
adapted to match adjoining cabi- 
nets. Price has not yet been deter- 
mined. 

Just how important is all this to 
you? To start looking for the an- 


swer to that question, let’s look over 
the fence at the competition. Ac- 
cording to a National Electric Man- 
ufacturers Assn. bulletin electric 
utilities have had nine reasons for 
promoting dishwashers: 

1. It is a great salesman of electric 

living. 

2. It is an important load builder. 
3. It has low saturation. 

. Consumers are “bullish” about 
dishwashers. 

5. Builders report dishwashers help 
sell houses. 

. It is an important key to selling 
builders on the complete electric 
package. 

. It is “open sesame” to many com- 
plete electric kitchen moderniza- 
tion jobs. 

. It conserves water. 

. It is the only major appliance 
without a gas counterpart. 

Of course, that ninth reason is 
canceled out. But the other reasons 
are as valid arguments why a dealer 
should promote the gas dishwasher. 

But first, back at the range, we 
have Mrs. Prospective Dishwasher- 
Purchaser. Chances are she is be- 
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poewerery 


Paces 


tween 34 and 44, has three children, 
and lives in a home that costs more 
than $20,000.* This is the home in 
which she hopes to spend the rest of 
her life. She wants her appliances 
permanently built in; and this in- 
cludes a dishwasher. After many 
years of dishwashing, she wants 
to lay down that dish rag. Since 
only electric dishwashers have been 
available, she has been inclined to 
go all-electric. Betting on this—in 
fact, taking advantage of it—the 
electric giants price their appli- 
ances in all-electric-home packages. 

What has this cost the gas indus- 
try? The AGA estimate is a 29- 
billion gal. annual water heating 
load. This figure is based on the 
total number of dishwashers now in 
use. While some are supplied by 
gas water heaters, package-pricing 
practices could all but eliminate 
this possibility in the future. 

Now, let’s get back to those nine 
reasons why you should promote the 
gas dishwasher: 


* According to a survey made in 1959 
for Procter & Gamble by National Family 
Opinion, Ine 
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1. It will be a great salesman for 
gas living. As is the case with 
cooking, heating, water heating, 
clothes drying, etc., electricity can 
do approximately the same dish- 
washing job as gas. However, as is 
unquestionably the case with the 
other jobs, gas washes dishes bet- 
ter and with less expense. Bear in 
mind, the new gas dishwasher is 
the only domestic unit on the mar- 
ket that rinses dishes at 180 deg, 
the temperature health and sanita- 
tion codes required of commercial 
dishwashers to kill germs. Thus, 
only the gas dishwasher will protect 
the family’s health. 

2. It will be an important load 
builder. In the words of H. T. 
Anderson, vice president and direc- 
tor of sales at Preway, “In spite of 
a light fuel consumption, this new 
gas dishwasher is the greatest load 
builder to come your way in years.” 
That’s because it has a very strong 
exclusive selling point and there- 
fore can lead to other sales. 

3. The dishwasher market has 
very low saturation. Only 7 per 
cent of the 514% million U. S. homes 


wired for electricity have dishwash- 
ers. Sales have been growing sub- 
stantially—113 per cent in the last 
ten years. Last year, they were the 
only major appliance to show an in- 
crease, Volumewise, the dishwasher 
appears to be about where the 
clothes dryer stood ten years ago, 
with sales around the half-million 
mark. Six years later, clothes dryer 


_ sales were above the 14 -million 
mark, an increase of 210 per cent. 


It’s\possible that such a fantastic 
growth could be in store for the 
dishwasher. 

4. Since consumers are already 
“bullish” on dishwashers, they 
should be much more bullish for a 
gas dishwasher. Why? Because the 
same consumers prefer the gas 
water heater by a 3.7 to 1 margin 
and one of the most important func- 
tions of the dishwasher is to heat 
water. 

5. Since dishwashers help build- 
ers sell houses, gas dishwashers 
should be an even bigger selling 
point, by the same logic that backs 
up reason No. 1. 

6. If an electric dishwasher is an 
important key to selling builders on 
the complete electric package, com- 
mon sense dictates that the superior 
gas dishwasher should be an even 
better key for the more efficient all- 
gas package. 

7. If the electric dishwasher is 
the “open sesame” to many complete 
electric kitchen modernization jobs, 
think how much more so would be 
the case with the gas model, since 
it has the germ-killing feature. 

8. A gas dishwasher can conserve 
water as surely as can an electric 
model. 

As this is written, the Preway 
dishwasher is undergoing final AGA 
testing. Production is scheduled to 
start in June with shipments to 16 
major markets—those now getting 
Preway ranges—beginning in 
August. Thus the first gas dish- 
washer will be coming on the mar- 
ket in late summer, just as con- 
sumer interest begins to climb to 
its annual fall peak. 

Chances are there won't be any 
gas dishwashers for you to sell this 
year. But, you can cash in on Pre- 
way’s publicity and the heightened 
interest of the season to do some 
advance spadework. Surely, it will 
only be a matter of months before 
you will be able to offer your cus- 
tomers a truly all-gas kitchen! & 
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| 61 FORD tiv TRUCKS 


BROADER WARRANTIES... 
GREATER DURABILITY... 
BIGGER CHOICE! 











e New Super Duty V-8 Dealer Warranty—100,000 miles or 24 months! 
@ New extended Dealer Warranty for entire truck line—12 months or 12,000 miles! 
® New stronger frames and huskier cabs for Conventional Cab models! 
® Now 222 money-saving Tilts, Tandems and Conventionals with Super Duty V-8’s to choose from! 


Ford’s rigid quality control program gives you 
unsurpassed dependability! Positive evidence 
of uniformly high production and inspection 
standards is the exclusive new 100,000-mile 
engine warranty. On 401-, 477- and 534-cu. in. 
Super Duty V-8 engines, each major engine 
part (including block, heads, crankshaft, valves, 
pistons, rings), when engine is used in normal 
service, is warranted by your dealer against 
defects in material or workmanship for 100,000 
miles or 24 months, whichever comes first. 
Warranty covers the full cost of replacement 
parts ... full labor costs for the first year or 


Tandem Axle models are available with tilt cabs. 
As with conventional tandems, aluminum walking 
beams, wheels, fuel tanks are offered to cut weight. 


New tougher tandems offer greater strength in chassis, 
cab and sheet metal .. . new wide-track front end 
stability. Powered by rugged Super Duty V-8’s, Ford 
tandems go up to 51,000-Ib. GVW, 75,000-ib. GCW. 


QUALITY-BUILT... 
MAINTENANCE- 





50,000 miles, sliding percentage scale thereafter. 

In addition, an extended warranty covers all 
1961 Ford Trucks of any size. Each part, 
except tires and tubes, is now warranted by 
your dealer against defects in material or work- 
manship for 12 months or 12,000 miles, which- 
ever comes first. The warranty does not apply, 
of course, to normal maintenance service or to 
the replacement as normal maintenance of such 
items as filters, spark plugs and ignition points. 
No other truck gives you such protection for 
your investment; never before could you be so 
confident of long-range durability! 


Most popular Tilt Cabs on the American road! 1961 
models represent five years of improvements. Four 
series—up to 36,000-Ib. GVW, 65,000-ib. GCW. 


New huskier conventional trucks feature lighter, 
stronger frames of high-tensile steel .. . heavier gauge 
metal and stress-isolating independent mounting for 
radiator, fenders and cab. 


ENG/NEERED 


APRIL, 196! 


FORD TRUCKS COST LESS 





Whether you use the direct question close 


or the double question close .. . 


Selling is a lot like making love 


Warm June breezes gave the beat 
to delicate leaves that danced in the 
light of a golden, perfect-circle 
moon. Richard Bee guided his low- 
slung sports car carefully down a 
graveled township road. Little stone 
pellets rained against the underside 
of his car’s fenders almost as 
musically as sleigh bells. Susie 
snuggled closer to him. Her left 
arm was propped on the back of the 
leather-covered bucket seat at just 
the right angle to permit her fin- 
gers to steal slowly through his 
hair. They rolled to the edge of the 
country lane, then stopped. Dick 
“Baby,” he 
“How ‘about a_ kiss?” 
Susie sighed, shivered almost im- 
perceptibly, and whispered through 
puckered lips: 

“Uh huh, you talked me into it!” 


nuzzled Susie’s ear. 
implored, 


THIS IS KNOWN AS THE “DIRECT 
QUESTION CLOSE.” Sometimes it 
works, with proper preparation and 
setting. Dick had both with the 
moon and the quiet country road. 
You can have it too on your sales 
floor, with clean perfectly operat- 
ing appliances, always ready for a 
demonstration. Your prospect 
knows you are a salesman. He 
expects you to ask for the order. 

You might say that in Richard’s 
place, you would have accomplished 
just as much or more without 
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saying anything. And you are 
right. You would have gained the 
same delightful result via anyone 
of several other types of “closings” 
by implication, by suggestion, or by 
assumption, for example. 

The lawyer who first asked the 
witness, “Have you stopped beat- 
ing your wife?” actually stole a 
leaf from our book. His question 
was a cousin to our “double-ques- 
tion close.” To use this method, 
you simply frame a double ques- 
tion, the answer to either of which 
is favorable to you or your product, 
and wait for an answer. 


For example: 


“Do you wish to pay cash or 
do you prefer to liquidate the 
balance while using your new 
appliance?” 


A BPN Exclusive 


CHARLES F. JENKINS 


“Do you want to pay ten dol- 
lars down, or would you rather 
make a larger payment and 
start with a smaller balance?” 
“Do you prefer delivery on 
Thursday or Friday?” 


There are times when the “con- 
centrated close” might get action 
for you. A pugilist always watches 
the eyes of his opponent to deter- 
mine when he has hit a vulnerable 
spot. And in selling you can easily 
find the feature of greatest interest 
to your prospect by watching his 
eyes. Many times the purchase is 
made for this feature, and fre- 
quently it is exclusive with your 
product. Focus attention on it. 
Explain simply and clearly that 
feature. Concentrate. Ask for the 
order. Let it be known that your 
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106 COOPEVAL1Of 


A new era of cooperation between manufacturer, transporter, 
and distributor of LP-Gas is producing greater benefits. Now, 
via Mid-America Pipeline, The Sid Richardson Gasoline Co. 
makes available to its contract customers a continuous supply 
of Propane available through pipe line terminals at 

Greenwood, Nebraska 

Kearney, Missouri 

Moberly, Missouri 

lowa City, lowa 

Sanborn, lowa 

Pine Bend, Minnesota 

Janesville, Wisconsin 
We invite you to become a regular customer, either by rail or 
pipe line . . . and to enjoy our unequalled service. 


Sid Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING ©® FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES RYIN DOSS B. £. PATTON Mw. A. STEVLINGSON 
$123 NO. NEW J SEY 3148 SANDEFE $ °. 0. BOK 731 
ATwater 3-7443 ORchard 4-2965 WAinut 7-80°2 OMAHA, NEBRPASHA 
INDIANAPOLIS ’ 
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prospect can enjoy the use of that 

feature only if he buys it from you. 

Here are some suggested You sight find the “hanats goa?” 

or subtle-question close opportune. 

ways to close a sale This is the direct opposite of the 

direct-question close. Somewhere 

in your demonstration, you ask the 

prospect a veiled question which 

definitely indicates, without your 

saying it in so many words, that 

you assume she has bought your 
product. For example: 


Customer instruction close. Demon- 
strate the care and maintenance as 
carefully as if the prospect already 
owned the appliance. 

“I can just see your family 
enjoying those delicious frozen 
desserts you are going to give 
them for dinner next Sunday, 
can’t you?” 

“As soon as this new range is 
installed you won’t have to 
struggle with that old stove, 
will you?” 

“You will certainly reduce 
your grocery bill from now on 
using these many new fea- 
tures, won’t you?” 


The banana peel. Assume the customer 
has already bought the appliance. 


Pros and cons close. Reduce the ad- 
vantages and objections to writing. 


The answers to such questions as 
these will often enable you to close 
the sale without further effort. 
They illustrate the principle that 
you should stop selling when the 
sale is made. While you may like 
to hear yourself talk, and your 
mother may compare the resonance 
of your voice to the mellifluous 
sounds of a symphony orchestra, 
the customer may be tone deaf: he 
will surely tire of your story, and 
change his mind. 

Assumed or suggested ownership 
rings the cash register at times. 
Here you close the sale by strongly 
Find something new to implying that your customers al- 

ready own the appliance you have 
demonstrated. If you get the slight- 
POINT | POINT est indication from your prospect 
POINT | POINT that he is feeling that way too, 
POINT | POINT pass the pencil to him. Try such 
POINT | POINT : 
Point | POINT Summary close. If all else fails, go sentences as: 
POINT | POINT ‘over the list of advantages again. 


Name spelling close. Write his name 
in the order book, but ask him how to 
spell it as you do. 


Direct question close. 
for the order. 


New-feature close. Don’t say, “As I 
said before.” 
talk about. 




















“You'll be proud to show it to 
your friends, won't you?” 
“You are certain you want it 
under the window?” 

These questions will help you 
Concession close. This is dynamite. determine if your prospect has ac- 
Make it a concession, not a barter. cepted ownership mentally. If he 
has not, try some other reason for 
buying. 


Try “why.” There must be a reason The “customer-instruction close” 
why a customer refuses to buy. Find is closely related to the concentrated 
out—and catch him with his guard close. You demonstrate some of the 


down. methods of operation and care just 


as intently as though the order 
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Mr. Bishop Sandifer, President 
SANDIFER BUTANE GAS COMPANY, INC. = 


from Mississippi Tank units 


This 9,000 water gallon transport, fabricated of T-1 Steel under 
Mississippi's new 64,650-lb. gross weight law, is one of four similar 
models recently added to the Sandifer Butane Gas fleet, bringing the 
total of Mississippi Tank transports owned by this progressive operator 
to eight. Mr. Bishop Sandifer, President, says that these new transports 
haul about 900 water gallons more per trip than his old-type units. 


Of equal importance is the fact that Mr. Sandifer knows he can rely 
on these huge transports to give trouble-free service with minimum 
down-time. Based on 13 years’ experience with Mississippi Tank 
equipment, Mr. Sandifer gives it an “excellent” rating from the 

standpoint of dependability. 


More and more operators are looking to Mississippi Tank not only because 
our units carry more, but also because they give that all-important 
trouble-free service that spells the difference between just getting by 

and big profits! 


For FREE LITERATURE mail the Coupon today! 


MISSISSIPP! TANK COMPANY, INC. 
Hattiesburg, Miss. 
Without obligation, please send literature on: 


Delivery Units Lightweight Transports 


ee O' Domestic and Bulk Storage Systems 
MISSISSIPPI | “" 
TANK COMPANY hi 


INCORPORATED 
Hattiesburg, Miss. SUniper 3-0262 City and State. 





Address — 
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Selling 


were signed. If the customer is 
buying you can tell it by the inter- 
est and question. If your prospect 
is not sold at this point he will be 
little interested in your actions. 
Under such conditions you can 
frequently find out the reason for 
the lack of interest by a direct 
question. 

The “pros and cons” close is a 
good one to use, because it reduces 
all of your excellent reasons for 
purchase to writing and shows how 
unimportant the prospect’s alibis 
are when listed. You list the rea- 
sons for buying and simply ask 
the prospect for any reason he can 
think of that might be an objection 
to buying. In many instances an 
objection is a customer’s method 
of seeking more information about 
a point or a feature of your product 
which you have not explained fully. 
Before your try to remove the 
customer’s objection, always re- 
state it in your own words, and 
ask him if that is the point he has 
in mind. After a review of the list, 
a simple question or statement 
such as, “Don’t you think these 
advantages overcome any reason 
for not buying?” may get you the 
order, 


’ 


The name-spelling close is a 
natural sequence to the assumed 
ownership close. You have the order 
book out in the open, of course. 
You ask the prospect how he spells 
his name and write it as he speaks. 
You also fill in the model number 
and price, and pass it to your 
prospect for “endorsement.” If the 
name is simple beyond confusion, 
ask his initials, making sure you 
transpose them. For _ instance, 
“Now, your initials are C. W.?” 
Yet you are as certain as day 
follows night that they are W. C. 

The “slam-bang close” adapts it- 
self well where a customer has indi- 
cated a desired model, and this 
close is especially good for used 
merchandise. Give a_ thorough, 
rather rough demonstration. Tell 
how strong your product is. Follow 
with visual proof. Slam a _ door. 
Stand on it. Pound it, bang it. If 
the prospect stops you from further 
attempted destruction, you know 
the sale is made. It is obvious your 
customer wants “his” purchase 
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undamaged. If you are not stopped, 
the prospect still considers it your 
merchandise and does not give a 
continental what happens to it. 
Which means ... you must try 
some more. 

While you are demonstrating to 
a couple, you must be alert for an 
opportunity to use the “Mr. and 
Mrs. close.”” When you hear either 
one say, “Well, what do you think 
of it?” it is almost a certain sign 
you have sold the speaker. Whip 
out your pencil with some state- 
ment such as, “I’m sure your judg- 
ment on this fine product won’t be 
questioned.” And show your custo- 
mer where to sign the order. 

The “future question close” is 
really a following-up to a custo- 
mer’s question about some future 
potential event contingent upon the 
purchase of your product. For 
example he or his wife might ask 
upon what day of the month pay- 
ments fall due. They might inquire 
how payments are handled. Deter- 
mine all of the conditions. Find 
solutions satisfactory to both of 
you. Write them on the order. 
Review the points. Ask if this plan 
is most suitable to them. Casually 
suggest that, either of them okay 
the plan with his name on the 
dotted line. If you feel your pros- 
pect may be timid about taking 
the pencil, hand it to him first 
(after the terms have been item- 
ized) with the request, “Please 
check these figures as we go over 
them.”” Your pencil must get into 
the prospect’s hand eventually if 
you are going to get a signed order. 

The “society close” is used in 
every instance where you suspect 
your prospect is as interested in 
the opinions of others as he is in 
the use of your product. This close 
uses snob appeal. 

Your friends own different makes 
of cars. Most of them will refer 
to their vehicle simply as a car, or 
the car, but did you ever hear a 


Cadillac owner, who bought it to 
show off, speak so casually? No sir. 
He says, “Let’s go in my Caddy” 
or my “Caddy is over yonder.”’ Few 
owners of a Thunderbird ever refer 
to it as a Ford, or a car. It is a 
T-bird. 

You can inspire this same feel- 
ing for your product. Flash a list 
of socially prominent customers, 
or customers of unquestioned finan- 
cial standing. Tie the list to your 
prospect by reminding him that he 
is a leader in the community, too; 
and being of the same sound judg- 
ment, he would certainly desire the 
advantages of your product, etc. 
Show him where to sign the order. 

The “new feature close” is used 
after you have covered the advan- 
tages of the product with your 
prospect without getting an order. 
To bring out a new feature not 
previously mentioned is as refresh- 
ing as seeing an actor doing a new 
dance or chorus as an encore. If 
you are tempted to say, “Now, as I 
said before,’—don’t say it. The 
new feature or fresh point of view 
gives you another chance to ask 
for the order. 

The “summary close” is dusted 
off after you have tried everything 
else. Summarize the advantages of 
the product for your prospect. 
Prove again that these features do 
everything for him. Get an agree- 
ment from him after each count. 
Ask him what can be gained by 
waiting then slide the order book 
to him. 

The “typed order close’ works 
occasionally. You can use this plan 
the very next day after an unsuc- 
cessful call. You parted on the 
grounds that your prospect “wanted 
to think it over.” After typing up 
the order, you dash up to the pros- 
pect’s door and knock. The best 
way to knock is to place your foot 
against the bottom of the screen or 
storm door while pulling the handle 
several times quickly. The top of 
the door beats against the house 
with resounding attention - com- 
manding bangs. When your pros- 
pect nervously opens the door to 
see whose truck is on her front 
porch, greet her cheerfully and 
state: “Now that you have talked 
over the advantage of your home 
improvement, I am confident you 
want fast service. I had the order 
typed up at the office to speed up 


BUTANE-PROPANE News 





-..We could prove to your satisfaction 
that you could make more money 
as an independent Skelgas LP-Gas dealer, 


... Would you be interested ? 





FILL OUT THIS COUPON AND MAIL TODAY == ome coe coe coe coe oe 


Mr. Don Barton 
Skelgas Marketing, Skelly Oil Company 
P. O. Box 436; Kansas City 41, Missouri 


Dear Mr. Barton: 


Without obligation, and in complete confidence, | would be interested 
in discussing the profit possibilities of an independent Skelgas Franchise 
with one of your managers. | am particularly interested in: 


[_] How to gain operating cash from accounts receivable. 
[_] How to double my income without additional capital investment. 


[_] How to turn my bulk plant investment into an extra 150,000 gallons 
of gas business per year. 


[_] How to make a $2,000 investment 
produce like $10,000. 








CITY STATE Dependable Products 
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Selling 


delivery. Put your name here, at 
the X, and dig under the pantry 
shelfpaper for seme of that old 
moldy stuff called money, so you 
can be the happy owner of a new 
whatziz.” 

The “double-personal close” is 
used when your own efforts have 
failed. Enlist the aid of another 
staff member, or a factory sales- 
man. It is well to have your helper 
well titled. The thought you want 
to convey is that perhaps you did 
not succeed in relating all of the 
merits of your product. The pres- 
ent call gives your prospect a 
chance to have all the facts. Funda- 
mentally it is used best with pro- 
crastinators. You are doing them 
a favor for if they don’t sign your 
order they might buy something 
less satisfactory. 

The “concession close” can be a 
lever to pry out an order, or it can 
be dynamite. Many times dicker- 
ing becomes established in the 
process of trading for the used 
merchandise. You get into a sales 
contest between the purchaser who 
is selling you an old worn-out, beat- 
up appliance while you are trying 
to place a new one in his home. 

The situation is dynamite unless 
you can keep control. A true con- 
cession is a slight change of terms, 
or some inexpensive but related 
gift as a reward for signing the 
order at the moment. There are 
two safeguards against turning a 
concession into a barter. One is to 
counter with a request for some- 
thing from the prospect. For ex- 
ample, if he is a farmer and is 
holding out for more than you can 
allow under good business practice, 
ask him for some chickens, or a 
pig. In those instances where your 
prospect is definitely lost, i. e., the 
demands are too great, give him 
the names of two dealers who are 
long traders. Suggest that he give 
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each one several chances to make 
the sale. Your “sharpie” will quick- 
ly understand that he can buy for 
less than cost from one of the 
dealers. Such competitors run out 
of money before you run out of 
prospects. 

Before you give up, try “why.” 
Why—W-H-Y—three of the most 
aggravating and revealing letters 
in the alphabet, when combined in 
that order. After an_ interview, 
when no pattern nor plan worked, 
ask your prospect, why? “Now, 
Mr. Prospect, you know how you 
will benefit. You know how much 
it will save you and how little it 
will cost, but you have not ordered 
it. Since I have other prospects 
any one of whom may feel the same 
as you, please tell me why you 
don’t buy, so I can be prepared.’ 
At this point you have your tools 
packed and tucked under your arm. 
Your hat’s in one hand. The other 
hand is on the door knob. Your 
prospect may drop his guard long 
enough in telling you why to help 
you get his order. Expertly exer- 
cised closing techniques leave the 
buyer unaware of being sold. Take 
Richard Bee. 


Richard Bee pulled the foot stool 
a little closer to his easy chair. He 
kicked off his bedroom slippers and 
wiggled his toes. A glance around 
the room proved again how smartly 
Susie had decorated their apart- 
ment, and so reasonably. He 
scratched his stomach not because 
it itched exactly, but exposed to 
Susie’s culinary art his will was 
strong, but his won't was weak. 
His belt was tight. He loosened it. 
Slowly his eye lids closed until his 
vision was scarcely a slit. He was 
happy. He was contented. But 
Richard Bee was puzzled. 

He thought back to a June night 
a couple of years ago when he and 
Susie had parked by a hedge row. 
A June moon slowly sliding from 
one side of the sky to the other 
made him think in rhyme and 
whisper saccharine sentences to 
Susie. He decided that perfume 
was all that the ad men said it was 
—alluring, hypnotic, enchanting. 
What a night. Susie snuggled up to 
him, She giggled. The stars winked 
accusingly. He was not quite sure 
who was selling what to whom, but 
he liked it. 


Just as he was about to float 
away on clouds of ecstasy, Susie 
bent closer. She softly repeated all 
of the nice things he had told her 
and asked him if he really meant 
it, saying each adjective as a ques- 
tion. And after each question she 
waited until he reassured her with 
an earnest “yes,” “yes.” 

“Dickie, dear,” whispered Susie, 
“do you think an eleborate church 
wedding after months of planning 
and rehearsals, with oceans of 
flowers, ushers, cute little flower 
girls, a lovely flowing gown for the 
bride and striped pants for the 
groom is the best way to get mar- 
ried—or would you want to do il 
at once in a Parsonage?” 

Richard twisted a little to snug- 
gle closer to Susie and grunted. 
Susie screamed a pretty little 
scream, scaring an observing oul 
into flight. She clutched Richard 
as he had never been hugged be- 
fore. He heard her babble some- 
thing as if those were her thoughts 
exactly. While she almost smoth- 
ered him in her embrace, she mum- 
bled about her happiness and his. 
She made muffled expressions of 
love. He came up for air, opened 
his mouth and was about to say— 
but she interrupted him, set him 
straight, pushed him into his seat 
saying seductively, “Hurry, honey, 
I know just the place.” 

How he got into the home of the 
justice of the peace was still foggy. 
Richard sat up with a stare, and 
opened his eyes. He smiled with 
affectionate pride at Susie as she 
gathered up the twins to tuck them 
in tight for the night but he won- 
dered how the J. P. interpreted his 
stammering and stuttering for 
agreement, 

Though Richard Bee will never 
be entirely clear about these events 
you readily recognized the double 
question close that Susie used, 
didn’t you? " 
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NEWEST SENSATION IN 
THRU-WALL GAS HEATERS! 






































New Suburban Thru-Wall Heater—"Ventura” 





Floor Furnaces 


The Suburban Ventura! 





¢ Counter-Flo or gravity Displays and Sales Kits! Suburban sup- 
—— 


= Most compact unit plies you with displays, literature, sales kits 
SS A-19 Glascoat-sealed combustion and other tested aids to help you get more 
Cc chamber business. 
20-year guarantee 
Counter-Fio Wall Heaters Installs flush or recessed (only 5” Send For Full-Line Catalog. You get a 
into room) selling story anda selling price with Suburban 

One man can install from inside the gas appliances — more of what it takes to 
house, quickly and accurately with get more jobs. Mail the coupon today — get 
fool-proof, exact-size installation the whole Suburban story. 
templet 
Patented stamped-steel raised-port 
burner 

= Dual heat exchanges provide bonus 
Cc) heat 
a aan Easily accessible hand-level controls 

Gravity Wall Heaters 100% safe—fully automatic 





























Samuel Stamping & Enameling Co., Dept. BPN 
Manufacturers Road, Chattanooga, Tenn. 


Please send full-line catalog and complete information. 


| COMPANY 














ADDRESS 














Space Heaters 
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* Clear the decks for all-industry promotion in 1962 


Council plans big doings for 
industry's 50th birthday 


Neat year the L.P. gas industry will officially 
celebrate its 50th Anniversary. The selection of 
that year was necessarily arbitrary because the 
birthdate of the industry has been variously set 
at 1904, 1909, 1911, and 1912. 

Both the LPGA and the National Council have 
agreed on the year of the observance—1962. 
Since the two organizations speak for consider- 
able segments of the industry, this is fitting. 
However, there has been some difference of opin- 
ion over which of two events in 1912 should be 
accepted as the date. 

In this article*, Philip S. Harper Jr., chairman of the Council’s 
public relations committee, reviews some of the early history of the 
industry, sets forth the reasoning behind the Council's selection, and 
tells how the Council intends to promote the 50th Anniversary next 


year. 


PROBABLY NO MAJOR INDUSTRY 
IN AMERICA has had more birth- 
dates attributed to it than ours! 

It is logical to ask how we can 
have the audacity to select one of 
them, 1912 to be specific, and say 
with any degree of authenticity— 
O.K. boys—this is it! Briefly, this 
is our reasoning: 

In England as early as 1810, coal 
gas was compressed into tanks, but 
this was not a liquefied gas. At the 
end of the 19th century, a product 
called Pintsch Gas was used to 
light railway cars. Pintsch Gas was 
a mixture of methane and heavier 
hydrocarbon gases, and sometimes 
it was made from oil. Pintsch Gas 
was compressed in steel cylinders 
under high pressure, but it was not 
liquefied petroleum gas. 

Herman Blau developed still an- 
other compressed gas in Germany 
in 1904. This fuel—called Blaugas 
——was obtained by cracking crude 


* Excerpted from a presentation made 
to the LPGA Board of Directors in San 
Francisco, Feb. 2 
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oil and it required 1,500 pounds per 
square inch to be liquefied. It was 
introduced in the United States in 
1906 and used primarily for cook- 
ing and illumination. Although 
Blaugas was a liquefaction of gases 
in the paraffin series, these gases 
were primarily methane and 
ethane. Propane and butane, were 
present in very small quantities 
only—and therefore Blaugas can- 
not be regarded as liquefied petro- 
leum gas as we define these words 
today. 

Around 1909, the petroleum in- 
dustry was searching for ways to 
make natural gasoline more stable. 
Natural gasoline, a fluid extracted 
from natural gas, had the annoy- 
ing property of evaporating or boil- 
ing away. A number of men in 
the petroleum industry were chal- 
lenged by the thought that valua- 
ble energy was thus being wasted 
—and it was largely through their 
experiments with natural gasoline, 
attempting to find ways to save 
and utilize these valuable hydro- 


carbons, that the L.P. gas industry 
was created. These hydrocarbons, 
salvaged for the benefit of mankind 
by new liquefaction techniques, 
were energy-laden propane and 
butane. 

Four men were outstandingly 
prominent in development of L.P. 
gas in this early period. They were 
Andy and Chester Kerr, working 
at Sistersville, West Virginia; 
Franklin P. Peterson, who had a 
plant at Follansbee, West Virginia; 
and Dr. Walter Snelling, doing re- 
search in Pittsburgh. 

There were others who merit rec- 
ognition for their work, but the 
four I have mentioned found their 
way together and in November 
1911 founded the American Gasol 
Co. This was the first American 
company organized to make and 
market liquefied petroleum gas 
produced from natural gasoline. 

The following year was of great 
significance because in 1912 all 
the years of work and experiment- 
ing with liquefied petroleum gas 
culminated in commercial success. 
This was the year that the Ameri- 
can Gasol Co. obtained its first 
customer. 

The first domestic L. P. gas in- 
stallation consisted of two cylinders 
which supplied gas for cooking and 
lighting, and was installed at the 
farm home of John W. Gahring 
near Waterford, Pa., on May 17, 
1912. 

The L.P. gas installation at the 
Gahring home, in our opinion, is 
the logical foundation on which 
to base our industry’s Golden An- 
niversary. If not strictly speaking 
the exact technological birthdate, 
it is, at least, the correct commer- 
cial birthdate. Furthermore, the 
impossible task of selecting only 
one of four prominent pioneers as 
the true “father” of the industry 
is eliminated. The Kerr brothers, 
Franklin Peterson and Dr. Snelling 
are accordingly named “joint” 
fathers of L.P. gas—and the pro- 
ponents of each should then be 
satisfied. 

You may well ask at this time— 
what is the Council going to do? 
During the 1962 Anniversary year, 
the Council’s public relations pro- 
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An Uninterrupted Flow? plus 


A Brand New DEVELOPMENT in Cylinders 


A steady, continuing stream of cylinders ...in every dimension and 

capacity ... each of the same high quality you formerly enjoyed from the Linde 
division ...now yours from the new production lines of the 

fully modernized plant of CYLINDERS, INC. 


And in addition 
A brand new development — a new value that multiplies the life of your 


capital investment, the cylinder ... available to you from the 
research arid development laboratories of CYLINDERS, INC. 


_ »C 
% See this new dimension in capital protection when you visit C Y LI N DE R - 
our booths 181 and 182 at the LPGA convention, April 30-May 3 

at the Conrad Hilton Hotel, Chicago. INC. 


Cylinders, Inc. Successors to the propane and refrigerant cylinder manufacturing 


business of Company, Division of Union Carbide Corporation. 


1200 WEST BLANCKE ST., LINDEN, N. J. 


APRIL, 1961 


53 





BUTANE-PROPANE News 





you can’t afford to 


Why risk costly maintenance, downtime and 
repiping to save a few pennies or eke out an 
extra ounce of capacity by experimenting 
with questionable valves. The standard of 
the LP-Gas industry for positive shut-off is 
the globe or angle valve pattern . . . and the 
quality standard of the industry is RegO. 


For example, with RegO Globe and Angle 
Valves you get positive shut-off at the seat. 
Exclusive Teflon V-Ring pressure seal con- 
struction provides a leakproof stem seal. . . 


practically eliminates wear and maintenance 
problems .. . also eliminates hard-to-turn- 
handles (caused by binding stems), often a 
problem with old-fashioned “packed” type 
valves. 


And, RegO globe and angle valves offer many 
other more-for-the-money features . . . spe- 
cial seat disc for LP-Gas service, rugged duc- 
tile iron body, centerless ground stainless 
steel stem . . .your guarantee of long, depend- 
able, trouble-free service. 








RegO Globe and Angle Valves 


For use on charging manifolds, transport 
trucks, bulk storage tanks and in producing 


plants. Sizes from 14” 


to 3”; screwed and 


flanged connections; to meet any LP-Gas shut- 
off valve requirement. Suitable for pressures 
up to 400 psi WOG. 











write for free catalog 


SSSSSSSSSSSSSSESSHSSCC SESS ESCCSEHE ESSEC ESECESESE 
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The Bastian-Biessing Company 
RegO Division, 4201 W. Peterson Avenue 
Chicago 46, Iilinois, Oept. 31-D 


Please send me a free copy 
Angle Valve atalog LE-3 


of your RegO Globe and 
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Industry’s 50th birthday 





gram will be geared to publicizing 
our 50 years of progress in the 
most interesting and effective man- 
ner possible. Anniversary publicity 
will be directed toward the general 
public. . . consumers and prospects 

. and the investing public. 

As a starting point, Assistant 
Director John Hartzell has pre- 
pared a general public relations 
plan for the anniversary, and as 
chairman of the PR committee I 
have appointed a 50th Anniversary 
sub-committee to co-ordinate the 
anniversary with various industry 
groups. 

Some of the long-range phases 
of the anniversary are already in 
motion. We soon will make a re- 
quest to the Postmaster General 
for issuance of a commemorative 
postage stamp. Council member 
companies have been invited to 
submit suggested designs for an 
anniversary symbol which possibly 
can be developed into a suitable 


postage stamp design. 

Last year, companies and asso- 
ciations were asked to loan histori- 
cal material and photographs to 
be used in preparing a history of 
the L.P. gas industry. The Council 
staff is now screening this ma- 
terial prior to actual writing of the 
history. 

Regarding details of our public- 
ity plans—appropriate news and 
features stories will be directed to 
all types of printed media. This in- 
cludes every type of publication 
from the big circulation magazines 
. . . farm publications . . . trade 
magazines . . . company publica- 
tions . . . daily and weekly news- 
papers ... press associations ... 
und others. 

In addition to printed media, 
many aspects of the anniversary 
will merit television and _ radio 
coverage. 

Opportunities for localized “live” 
publicity and promotion in connec- 
tion with the Anniversary are al- 
most without limit. Governors and 


mayors will be asked to proclaim 
“L.P. gas Anniversary month” and 
other publicity will be generated 
by events honoring industry pio- 
neers and leaders. L.P. companies 
may similarly honor long time em- 
ployees and customers. 

The anniversary can be further 
localized by open houses in stores 
and other places of business . 
unique Anniversary displays in 
stores . . . at home shows... 
county fairs and farm shows. Local 
contests among rural youth, 4-H 
Club, Future Farmer and Future 
Homemaker groups may be devised 
to tie in with the anniversary. In 
fact, virtually any sound publicity 
and promotional idea can _ be 
adapted to the anniversary plan. 

All companies in the L.P. gas in- 
dustry ... or those allied with it 

. can incorporate the 50th An- 
niversary theme in their own ad- 
vertising and promotion programs 
during 1962. And as more firms 
participate, the anniversary event 
will generate more steam. a 





IN JANUARY 1960, WE RE- 
PORTED 16 DEATHS FROM GAS 
HEATERS in trailers not con- 
structed in accordance with 
NFPA Standard No. 501B, 
Trailer Coaches. We now have a 
further report from the U. S. 
Public Health Service of a re- 
cent fatal accident investigated 
by the Maryland State Police. A 
young man was found dead 
about 11 o’clock one morning. 
He was last reported seen alive 
at 11:30 p.m. His trailer had an 
8000-Btu. gas heater without 
either outside air supply or vent. 
A medical examiner found a 
high saturation of carbon mo- 
noxide in the victim’s blood. 

The NFPA Committee on 
Trailers and Trailer Courts is 
now revising the NFPA stand- 
ard on this subject, No. 501B, 
including complete provisions on 
safe heaters. This fault, how- 
ever, was due to direct violation 
of the heater provisions in the 
standard which have been in 





Gas standards violation 
blamed in trailer death 


existence for many years. The 
U. S. Public Health Service in 
its release comments on this ac- 
cident as follows. 

“The trailer involved is a Mid- 
way travel trailer, Serial 
#A2315, bought new two weeks 
before the accident. It was built 
in Pine Ridge Ark. in 1959. The 
Arkansas plant was later discon- 
tinued. Grapevine, Texas, is now 
headquarters for the company. 
The heater is a Koolwall, Model 
542, unvented, manually con- 
trolled, wall heater. There is no 
permanently unobstructed open- 
ing anywhere in the trailer to 
admit the air necessary for sus- 
tained combustion. All windows, 
the roof hatch, and the doors 
are weatherstripped. 

“The heater carries the Amer- 
ican Gas Association Seal of Ap- 
proval. The AGA Labs and the 
manufacturers of the heater say 
this approval was for residential 
use only, not for use in trailers. 
Nevertheless, some 60 or more 


units were sold to the Midway 
Co. between 1957-59. The presi- 
dent of that company is attempt- 
ing to locate from past records 
the serial numbers of _ the 
trailers in which these units 
were installed. The Arkansas 
State Board of Health has in- 
stituted an investigation of Mid- 
way travel trailers sold in that 
state, and has obtained serial 
numbers of a number of the 
units equipped with unvented 
heaters, as well as names of in- 
dividuals or dealers to whom 
they were sold. Their inspectors 
are following up these leads by 
warnings to the owners. Until 
similar information is available 
on the other unsafe units, each 
state health department is urged 
to broadcast a general warning 
on the extreme danger of sleep- 
ing in trailers where heating 
equipment with an uncontrolled 
continuous fuel supply is used, 
unless there is provision for 
fresh air intake and proper vent- 
ing of the products of combus- 
tion.” 

Also, a special warning should 
be issued to dealers and to 
owners of trailers. NFPA Fire 
News, January 1961. 
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A TRIAL ORDER _ 
TODAY IS ALL 


MASTERPIECES OF 
STEEL FABRICATION 


2000 S$. Front St. 
P. ©. Box 5146 


ALWAYS HAS TANKS READY 
FOR IMMEDIATE DELIVERY! 


Master gives a little more than you 
bargain for. The skilled personnel is 
equalled by the newest, finest and most 
modern in equipment and topped only 
by proven experience in the production 
of domestic propane tanks. Full loads, 
or partial loads... all are delivered direct 
to your door. 


Call the Quincy, Illinois or 
Dallas plant for prices. 


WELDING 


Quincy, Wlineis « BAidwin 3-5014 
* Delles, Texas © Riverside 7-2441 


mie Hag HE > is o> Mie el 


APRIL, 196! 


ae er 





Is an exclusive contract “restraint of trade?” 


FTC examiner recommends 


dismissal of Ruralgas case 


A FEDERAL TRADE COMMISSION 
hearing examiner in February 
ruled that FTC trial counsel had 
failed to prove charges that Rural 
Gas Service, Inc., Westfield, Mass., 
had violated the anti-trust laws. 

Examiner William L. Pack is- 
sued an order which would dismiss 
the FTC’s three-count complaint 
of Feb. 19, 1958. 


At press time, the FTC counsel . 


had appealed the decision. Follow- 
ing this, it was expected that coun- 
sel would file a brief in support of 
the appeal, respondent would file 
an answer, and the whole case 
would be referred to the full com- 
mission for a ruling. 

The three counts against Rural 
Gas (and its president, George 
Hammond) were that the com- 
pany: 

“1. Had an exclusive-dealing ar- 
rangement with its distributors 
which may substantially lessen 
competition or tend to give it a 
monopoly, in violation of Sec. 3 
of the Clayton Act. 

“2. Enforced these contracts by 
unfair methods tending to restrain 
trade, in violation of Sec. 5 of the 
FTC Act; 

“3. Has violated Sec. 2 (a) of 
the Robinson-Patman amendment 
to the Clayton Act by charging 
some retail customers substantially 
higher prices than others.” 
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Rural Gas Service sells LPG at 
wholesale and retail in Massachu- 
setts, New Hampshire, Vermont, 
Connecticut, Maine, Rhode Island, 
and New York. At the time of the 
complaint, it was serving 110 
wholesalers located throughout 
the New England states. In 1956, 
the company had sales totaling 
$1,163,481, about 75 per cent of 
which came from the sale of LPG; 
and about 75 per cent of the gas 
sales volume was at wholesale. 

It was in the contracts the com- 
pany had with its distributors that 
FTC staff thought it found evi- 
dence to support Count 1 and 
Count 2. Count 3 was based largely 
upon the fact that “respondents 
sold L.P. gas to retail purchasers 
located in Nashua, N. H., and in 
the vicinity thereof, at $5 per 100- 
lb. cylinder, and during the same 
period of time sold such gas per 
100-lb. cylinder of like grade and 
quality to other retail purchasers 
located in other places and in other 
states in the New England area at 
substantially higher prices.” 

Count 3 was dismissed in March 
1960 for lack of evidence. This left 
Counts 1 and 2 to be adjudicated, 
and it was on these allegations 
that the trial examiner ruled last 
February. 

Here are the allegations, the 
facts, and the examiner’s findings: 


“Respondents’ wholesale custom- 
ers are largely small businessmen 
and concerns who are required to 
enter into lengthy and complicated 
written agreements with respon- 
dents designated by respondents 
as ‘Distributor Agreement’,” read 
the complaint. This, plus a rider 
attached, constituted a contract of 
purchase and sale. By their terms, 
Ruralgas retained title to all cyl- 
inders and other equipment “com- 
ing into the possession of distribu- 
tors and used in connection with 
the servicing of consumers.” Ru- 
ralgas, said the complaint, re- 
quired a cash deposit of $6.50 per 
cylinder; and there were other ser- 
vice charges, “applied in part 
against the $6.50,” and upon ter- 
mination of the contract Ruralgas 
would refund $5.50 without interest. 

It was shown that the contracts 
were exclusive. Said the com- 
plaint: “To implement and make 
completely effective their restric- 
tive agreements, with respect to 
the purchase and sale of L.P. gas, 
... respondents... require that all 
purchases of L.P. gas from distrib- 
utors shall be from respondents 
and contained in cylinders bearing 
the trade name “Ruralgas,” and 
that none other shall be purchased, 
kept, stored, delivered, or sold, by 
the distributor; (also) that no 
gas service equipment except such 
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FACILITIES FOR THE 
NATION... AN INTEREST 
IN YOU! Anchor is geared for deliveries of 


LPG in quantity throughout the 

United States and in Canada and Mexico. Anchor has 
the facilities and skills to give you prompt, personal 
attention and the finest LPG and LPG service . . . no 
matter what your requirements. Your Anchor man is 
eager to put these facilities to work in your interest 
. always anxious to improve product and service 


when the opportunity occurs. 


@ Call your Anchor man — Tulsa, LU 2-726] 
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ANCHOR PETROLEUM DIVISION 
Mobil Oi! Company 


TULSA, OKLAHOMA 
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Ruralgas case 





equipment furnished by respon- 
dents shall be purchased, kept, 
stored, delivered, sold, used, or 
handled by the distributor. . . 

“Competitors of respondent have 
been... unable to make sales of 
L.P. gas to respondent’s distribu- 
tor customers which they could 
have made but for said condi- 
tions. . 

“The effect of such sales and 
contracts for sale ... may be to 
substantially lessen competition 

in the line of commerce in 
which respondents’ distributor- 
customers and purchasers are 
engaged, and may tend to create a 
monopoly in the line of commerce 
in which respondents have been... 
engaged.” 

In his findings, the examiner 
pointed out that Ruralgas sells in 
both bulk and cylinders; and “in 
both bulk sales and cylinder sales, 
all of the equipment, including 
tanks, cylinders, piping, tubing, 
etc., is supplied—loaned—to the 
consumer by respondent.” 

Bulk sales account for some 60 
per cent of total sales; these sales 
are made direct by the company to 
the consumer, with no middleman 
involved. The remaining 40 per 
cent of gas is sold in cylinders, 
through distributors. 

How likely is it that the 40 per 
cent of Ruralgas’ total sales will 
lead to a monopoly? the court 
asked. Actually, Ruralgas’ sales 
accounted for “only some 3 per 
cent of the total sales by the in- 
dustry in that area. And, as al- 
ready indicated, some 3/5ths of re- 
spondent’s sales are bulk sales 
made by the firm through its 
own employees, its distributors 
being in no way involved. Other 
evidence establishes that the lique- 
fied petroleum industry in the area 
is highly competitive; that there 
are numerous sellers, 100 or more, 
active in the area; and that a num- 
ber of these are larger than the 
respondent. ... 

“It is elementary that Sec. 3 of 
the Clayton Act forbids exclusive- 
dealing arrangements only where 
the effect ‘may be to substantially 
lessen competition or tend to cre- 
ate a monopoly.’ Clearly, no such 
effect has been shown here. In 
fact, the record establishes the 
contrary. In order to find a viola- 
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tion of the statute it would be nec- 
essary to hold that respondent’s 
contract with its distributors is un- 
lawful per se, a view for which 
there is no warrant in the statute 
nor, insofar as the hearing exam- 
iner is advised, in any of the ad- 
judicated cases.” 

The examiner also took special 
note of the contractual relation- 
ships among Ruralgas, its distrib- 
utors, and the ultimate consumers. 
“Consumers wishing to be supplied 
by (Ruralgas) with gas through its 
interchangeable cylinder service 
execute a written ‘Consumer Ap- 
plication’ to (Ruralgas). While the 
application is made through the 
distributor, the application, if ac- 
cepted by respondent, is in fact 
a contract between the consumer 
and the respondent, not between 
the consumer and the distributor.” 

This relationship was shown to 
be significant in the consideration 
of Count 2. Count 2 attacked the 
methods of enforcement of the 
contracts as being “unfair” and 
“tending to restrain trade.” Said 
the examiner: 

“Count 2 of the complaint at- 
tacks as violative of the Federal 
Trade Commission Act a provision 
in respondent’s contract with its 
distributors to the effect that the 
distributor shall not, for a period 
of one year after the termination 
of his contract, engage in the busi- 
ness of selling liquefied petroleum 
gas in the territory covered by the 
contract. It appears that in some 
five or six instances respondent 
has instituted litigation against 
former distributors to enforce this 
provision and that it was success- 
ful in each instance. 

“The validity of covenants of 
this kind turns upon the question 
of their reasonableness. Here both 
the time element (one year) and 
the geographical limitation (the 
territory in which the distributor 
has been selling respondent’s prod- 
uct) appear to be reasonable. It 
must be remembered that respon- 
dent has a substantial investment 
in the equipment loaned to con- 
sumers and also that the consum- 
ers’ contracts are with respondent, 
not with the distributors. It fur- 
ther appears that while there are 
exceptions (one of which is exem- 
plified by testimony in the present 
case), usually distributors upon 
entering into their agreements 


with respondent are furnished by 
it with an already-existing supply 
of customers, that is, consumers 
who have entered into purchasing 
agreements with respondent. 

“In these circumstances there is 
merit in respondent’s contention 
that it is entitled to reasonable 
protection against a distributor 
who, immediately upon the termi- 
nation of his relations with re- 
spondent, would undertake the sale 
of a competing product and solicit 
business from consumers under 
contract to respondent. 

“Also attacked in Count 2 of the 
complaint is a provision in re- 
spondent’s contract with its dis- 
tributors which requires that upon 
termination of the contract the 
distributor shall surrender to re- 
spondent any executed consumer 
agreements which the distributor 
may have on hand. No illegality is 
seen in this provision. As hereto- 
fore pointed out the consumer 
agreements are between the con- 
sumer and respondent, and respon- 
dent’s contract with its distribu- 
tors expressly provides that the 
consumer agreements are the prop- 
erty of respondent, not that of the 
distributor. 

“Finally, as Count 2 is based 
upon the Federal Trade Commis- 
sion Act, the presence of substan- 
tial public interest is an essential 
element in the proceeding insofar 
as that count is concerned. In the 
light of the competitive conditions 
existing in the trade area in ques- 
tion, it seems clear that the requi- 
site public interest is not present. 
Actually, what the complaint seems 
to seek to do is to afford relief to 
respondent’s distributors from 
what the complaint apparently re- 
gards as a burdensome and im- 
provident contract. If the contract 
may properly be so regarded (as to 
which the hearing examiner ex- 
presses no opinion), the matter is 
essentially a private controversy, 
not a matter involving the sub- 
stantial public interest necessary 
to bring it within the purview of 
the Federal Trade Commission 
Act.” @ 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado St., 
Los Angeles 57, Cal. 
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OPERATING AN | | 2! oS 
L.P. GAS Business 


A Handy Reference Library of 
12 Practical Booklets 


Each booklet is a collection of the best aa ) M . 
articles on the titled subjects which have ap- eT 


peared in Butane-Propane News. 15 or more 
subjects under each cover, from 48 to 64 
pages of information written by authors 
recognized for their experience in the indus- 
try and their technical know-how. 











. Problems of Management 

Bulk Plant Design and Operation 

- Fuel Transfer with Pumps & Compressors 
- Servicing Domestic Appliances 

- Consumer Bulk Systems 

. Selling 


Commercial Applications | YOU CAN SA VE 84 ¢* 


Industrial Applications 


Farm Applications ‘| ON EVERY DELIVERY 





eo ONE ewn m= 


) — Brooding and incubating | BY USING REELS! 


- Town Plants 
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Available separately or as a set Think of it! You can save 84¢ per delivery 
in time alone! If the time saved results in 


one more delivery each day, the saving is 
BUTANE-PROPANE News 


even greater . . . more than enough to 
198 S. Alvarado St., Los Angeles 57, Colif. pay for the reel in the first year. And 
Please send me, postpaid, the booklets ordered below that’s not all. Hannay reels let you handle 
: the longer hose lengths you need to bring 
I enclose $ in full payment. ; 
(In California add 4% sales tax.) 


[] Complete set of 12 


INDIVIDUAL BOOKLETS 
[] No. 1—$1.00 C] No. 
[] No. 2—$1.00 [] No. 
[] No. 3—$1.00 [] No. 
[] No. 4—$1.00 [] No. 
C1) No. 5—$1.00 C] No. 
[] No. 6—$1.00 [] No. 








service to every customer. 


Ask your tank truck builder or 
LP-Gas equipment dealer to show 
you how you can reduce delivery 
costs with Hannay reels, or write 
for the free brochure on LP-Gas 
hose handling. 


*Estimote based on national average 
cost-per-gollon delivered statistics. 


Company 
Name 


Address CLIFFORD B. HANNAY & SON, INC. 


WESTERLO, NEW YORK 





City & State 
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It's income tax time: have you 
claimed all your deductions? 


Last month, in the 
first of two install- 
ments, tax expert E. 
H. Mitchell told how 
you can save money 
on your income tax 
by a careful check of exempt and 
excludable incomes. 

In this concluding part, he trans- 
ports you through the much more 
fertile field of deductions, listing 
some often-overlooked items that 
can add up to substantial savings. 


COUNSEL 
AT YOUR 
ELBOW 


MANY TYPES OF NON-TAXABLE 
INCOME were listed in last month’s 
article. Below is a check list of 
common and uncommon deductions, 
most of which may be reported on 
Page 2 of return forms 1040 and 
1040W. If the sum of your item- 
ized Page 2 deductions exceeds 
either 10% of your adjusted gross 
income or $1000, you can save 
money. The effort involved in de- 
termining such fact can be most 
rewarding. 


Itemized deductions on Page two 


ORDINARY BUSINESS EXPENSES 
must be used in computing profits. 
They are excluded from this cate- 
gory. 

The following items are deducti- 
ble if itemized and reported on 
Page 2. 
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Contributions 


* Gifts for public purposes to 
the United States, states, territo- 
ries, and to their political subdivi- 
sions. 

* Gifts to domestic, non-profit 
corporations, trusts, funds and 
foundations organized or operated 
solely for charitable, religious, edu- 
cational, scientific or literary pur- 
poses, or for the prevention of 
cruelty to children or animals. 

* Gifts to domestic, fraternal 
societies operating under the lodge 
system, if they are to be used ex- 
clusively for one or more of the 
purposes last stated. 

* Gifts to domestic, veterans’ 
organizations, posts or auxiliaries, 
provided no individual member 
profits by them. 

* Gifts to non-profit cemeteries 
for their perpetual care “as a 
whole.” 

* Subject to above limitations, 
gifts of new or second hand prop- 
erty, even foods, to the extent of 
their then fair market value. Such 
property donation is not a “taxable 
exchange.” Hence it does not result 
in either a gain or loss. If the prop- 
erty has appreciated in value, the 
giving of it not only results in a 
deduction of all such higher value 
but also lawfully saves you a capital 
tax on the gain, should you have 
sold it. 

While the value of services ren- 


dered such non-profit organizations, 
without compensation, is not deduc- 
tible, expenses necessarily incurred 
while you are so engaged are. 

The same is true of expenses nec- 
essarily incurred while one is act- 
ing as a civil defense volunteer or 
performing the duties of a non- 
salaried official of a city, town or 
village. 


Interest 


You may deduct interest paid on 
money borrowed under personal 
contracts such as mortgages and 
installment purchases. You must 
be legally liable to pay such inter- 
est. 

If you pay your mortgagee a 
bonus or penalty for the privilege 
of prepaying an outstanding bal- 
ance, such bonus may be deducted 
as interest. 

The following types of payments 
are also deductible: 

* A tenant-stockholder’s share 
of the interest paid by a coopera- 
tive apartment venture on its in- 
debtedness; interest payments by 
a debtor on a judgment entered 
against him; and interest (but not 
penalties) paid on a tax deficiency. 

* Installment purchase contracts 
often include interest in a service 
or carrying charge. In such cases, 
follow instruction rules to deter- 
mine the amount of deductible in- 
terest. 

* Should you sign a note for 
more than the amount borrowed, 
the excess is deductible as interest 
when paid. 


Taxes 


Many types of non-business 
taxes are deductible. For example: 
* State and local income taxes. 

* Real estate and personal prop- 
erty taxes. Upon the sale of real 
estate, the taxes for the year are 
apportioned between the buyer and 
seller. 

* As a tenant-stockholder in a 
cooperative housing or apartment 
corporation, your share of the 
property taxes. 

* Poll and capitation taxes. 

* State motor vehicle licenses 
and registration fees. 

* State and local sales taxes im- 
posed upon you as a consumer, 
and those imposed upon the retail- 
er where they (1) are passed on to 
you, (2) are measured by the price 
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of the article, and (3) are clearly 
stated as an item separate from the 
price. 

* If you kept no record of such 
sales taxes, a reasonable estimate 
may be deducted. This estimate 
will be accepted as “reasonable” if 
it does not exceed the average 
amount set opposite your own 
gross income in the table formu- 
lated and published this year by 
the District Director in your area. 

* State and local gasoline taxes 
when imposed upon you as a con- 
sumer. If they are imposed upon 
the seller, the above rule on sales 
tax applies. 

* Local taxes intended for the 
repair or maintenance of streets 
and of water and sewer systems, 
but not for their construction. 

For federal income tax purposes 
you CANNOT deduct United States 
excise taxes on such things as ad- 
missions, telephone, luxuries, cos- 
metics, documents, luggage, to- 
bacco, wine, gasoline, etc. Nor may 
Social Security, United States in- 
come, estate and gift taxes be de- 
ducted. The same is true of state 
inheritance, legacy and succession 
taxes. 


Medical Expenses 


* If you are under 65, your 
medical deductions (exclusive of 
medicines) are limited to their ex- 
cess over 3 per cent of adjusted 
gross income. If over 65, you may 
deduct 100 per cent. Regardless of 
your age, drug and medicine deduc- 
tions are limited to the amount in 
excess of 1 per cent of such gross 
income. You cannot deduct any 
medical expenses for which you 
were reimbursed. 

* The term “medical expenses” 
covers payments made to physi- 
cians, surgeons, dentists, optom- 
etrists, osteopaths, chiropractors, 
qualified psychiatrists and psychol- 
ogists, authorized Christian Sci- 
ence practitioners, hospitals, 
nurses, and therapists; and to those 
who sell artificial limbs, hearing 
aids, crutches, and the like, includ- 
ing seeing eye dogs. 

* To be deductible, all such ex- 
penditures must be made for the 
purpose of diagnosis, cure, mitiga- 
tion or treatment of disease or in- 
jury, or for the prevention of dis- 
ease. 

* Also deductible are premiums 
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paid on accident and health insur- 
ance policies, as well as amounts 
paid for membership in an asso- 
ciation furnishing medical services, 
group hospitalization or clinical 
care. 

* If part of your car insurance 
premium pays for medical benefits 
to you or your family, that part 
may be deducted. So can that part 
of your child’s college expense that 
covers possible medical care, and 
all the cost of a handicapped child's 
special training. 


VIKING 
260U 


LP-GAS 
PUMPS 


Equipped with 
needle bearings for 
700 R.P.M. speed 


* Transportation costs, includ- 
ing meals and lodging, which are 
incurred primarily for and are es- 
sential to medical care, such as 
round trips to doctors and hospi- 
tals, are deductible. This includes 
the expenses of an attendant, if 
essential. If you use your own au- 
tomobile, make a reasonable esti- 
mate of your total cost per mile 
and multiply by the miles traveled. 
Keep records to support your claim 
should it be questioned. 

* You may also deduct the cost 


Yes, you can double your capacity! You can pump up to twice as much liquid 
per minute with a new Viking KK260U, 24-inch port LP-Gas truck pump. You'll 
save valuable time to serve more customers on your routes. 


By installing this new Viking KK260U pump with sufficiently large inlet lines 
and fittings, it can be operated up to 700 R.P.M. delivering up to 80 G.P.M. at 


50 P.S.1. differential pressure. 


YOU ALSO HAVE Viking’s exclusive automatic 
pressure lubrication of the idler bearing for still 


longer pump life. . 


. @ feturn-to-tank valve on 


pump head to keep pump running cooler, at maxi- 


mum speeds... 


a dry liquid type mechanical seal 
and O-ring gaskets for non-leak operation 


For complete information, send today for folder $P-5278 


SO) VIKING PUMP COMPANY 


YEARS Cedar Falls, lows, USA 


In Canada it's ‘‘Reto-King’’ Pumps 


See Our File In Butane Propane Catelog 


See the Viking Pump Display Booths 156 and 157 LP-Gas Show, Conrad Hilton Hotel, 
Chicago, April 30th, May Ist, 2nd, 3rd. 
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of dietary foods and vitamins if 
advised or prescribed by a physi- 
cian. 

* Drugs and medicines include 
patent medicines, cough, cold, sinus 
and similar preparations, even if 
not prescribed by a physician, pro- 
vided you buy them for a specific 
physical condition. 

The foregoing medical deduc- 


tions include expenditures for 
yourself, your family and other ac- 
tual dependants. If you pay medi- 
cal expenses for your or your 
wife’s parent who is over 65 and a 
true dependant, they are deductible 
100 per cent regardless of your 
own age. 


“Other Deductions” — Miscellane- 
ous 

Do not overlook the other deduc- 
tions that may be itemized on Page 





IS THIS YOUR PROBLEM? 
“How can a dealer be SURE about new employees ?”’ 


There is no crystal ball for ‘personnel-predictions’, but more 
thoughtful methods of selection can reduce employee turn- 
over”. 


(FROM THE UTN SHIRTSLEEVES SERIES*-—-VOL. 2) 

The cost to the average LP-gas dealer of employee selection, training 
and turnover is an increasing problem. Each businessman is faced by the 
individual problems that are peculiar to his own company, the day-to-day 
decisions which affect the success or failure of his own employees, and 
therefore his profit or loss. 

Few dealers, of course, have the need for a regular “personnel depart- 
ment,” but there is no reason why EVERY dealer cannot and should not 
maintain fairly fixed and practical personnel policies: standards of screen- 
ing, hiring and developing. Perhaps these suggestions will start you out 
on the road to greater profits through less employee turnover. 

First, take a look at yourself: your company, your present staff, their 
potential, the expanding possibilities of your business, its limitations, the 
qualifications and responsibilities required in each job in your company— 
those that are already filled and those that need filling. Make this an 
objective look; evaluate yourself and your company fairly and squarely, 
from the standpoint of what it IS and CAN be. If you presently do not 
have a job vacancy, anticipate the next opening that you think will most 
logically occur (a good personnel policy, anyway! ), and answer in your 
own mind, or on paper, these questicns: 

What specific mechanical or other abilities are needed? How much 
past experience is necessary? Is problem-solving involved? Is decision- 
making involved? Is initiative involved? Detailed, routine work? Is age 
a factor? Sex? Marital and family status? Social or educational back- 
ground? What is the job worth to you, today, in your present economy? 
What realistic chances for advancement are there in the job, in authority 
and/or salary? 

The frank and honest answers to these questions on each job function 
in your company will reveal a workable, practical base from which to hire 
new employees with greater assurance of their ultimate profit to you as a 
businessman. 

*(Limitations of space in this message do not permit a full 
discussion of this subject, but to aid its dealers and friends, Union 
Texas Natural has prepared a special booklet—"‘Selecting and Pre- 
dicting Personnel for the LP-Gas Dealer”—and a copy is yours free 
of charge or obligation trom your UTN sales representative, or by 
writing today.) 


UNION TEXAS NATURAL GAS CORPORATION 


ENTERPRISE BULL DING TULSA OKLAHOMA 




















2. Among them are included your 
ordinary and necessary expenses 
incurred in the collection of tax- 
able income, in the management 
and protection of property held for 
the production of taxable income, 
and in the determination, collec- 
tion or refund of any tax. For ex- 
ample: 

* The cost of safe deposit boxes 
used for the safekeeping of income 
producing documents such as 
stocks, bonds or mortgages. 

* Fees paid for investment, legal 
or tax help and advice, for the col- 
lection of rents, bond interest, stock 
dividends, royalties, for custodial 
and clerical help, for professional 
journals, technical and trade maga- 
zines needed in your work, for 
phone and postage costs incidental 
to your investments, and for the 
cost of related and necessary trans- 
portation incidental thereto. 

* The cost and maintenance of 
special apparel, uniforms, tools and 
equipment specifically required by 
your employer, and for which you 
are not reimbursed. The work 
clothing, however, must not be such 
as is adaptable to general use as 
ordinary clothing. The cost of re- 
quired safety or protective apparel 
falls within this category, as does 
the cost of a bond if, as a bonded 
employee, you have to pay for it. 

* The costs of membership dues 
in professional, trade and business 
societies, of union dues related to 
your employment, fees paid to an 
agency for finding employment, the 
cost of physical examinations paid 
by you when required by your em- 
ployer, and the cost of attending 
business, union and professional 
conventions. 

* Expenses incurred for educa- 
tion intended primarily to main- 
tain or improve your “skills re- 
quired in performing the duties of 
your present employment,” busi- 
ness or profession, or to meet “the 
express requirements of your em- 
ployer” in order to retain your cur- 
rent employment or status. The 
cost of mecessary transportation 
and subsistence is also included in 
this category. Educational expenses 
incurred for any other reason or 
purpose are not deductible on Page 
2 of your return. 

* A proportionate part of your 
car expenses when the car is used 
partly for work. Omit, however, 
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round trips to your regular place 
of employment. 

* Casualty and _ theft losses 
(minus insurance reimbursement) 
suffered by the owner of property 
are deductible. Casualties include 
accidents, fires, storms, floods, 
shipwrecks, and any other sudden, 
unexpected or unusual events. They 
include an auto accident even 
though it was due to your own 
unintentional negligence. The de- 
duction is allowed only for the ac- 
tual, physical damage to your prop- 
erty. 

* The term “other deductions” 
covers all alimony, all premiums on 
life insurance policies assigned to 
your former wife, and her medical 
expenses, which you pay pursuant 
to express requirements contained 
in a divorce decree or separation 
agreement. The wife may deduct 
legal expenses borne by her in en- 
forcing collection of such amounts. 

* The term also includes bona 
fide and legal debts if and when 
they become  uncollectable and 
worthless. Substantial proof is re- 
quired here. If non-business debts, 
they must be reported as _ short- 
term capital losses in Schedule D. 
Help from your accountant may be 
required, 

* The term covers expenses (up 
to $600) incurred by working wo- 
men and widowers for the care of 
children under 12 and of disabled 
dependents. Here again you may 
need help. 

* You may also deduct gambling 
losses, but only to the extent of 
your winnings. 


Page one deductions 


There are a few individual ex- 
penditures that are so closely akin 
to ordinary expenses that they can- 
not be itemized on Page 2 of your 
return. These must be reported 
and used in determining tempo- 
rary or side-line net profits for 
entry on line 8, Page 1, of Forms 
1040 and 1040W. For example: 

* A student’s travel and living 
expenses incurred away from home 
on a summer job. 

* Transportation and living ex- 
penses when required to work at a 
temporary, out of town job. 

* Expenses incurred in a side- 
line occupation conducted from 
your home. These include all ordi- 
nary “business expenses.” If you 
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set aside a room or space in your 
house for such exclusive purpose, 
do not forget to deduct the pro- 
rata cost of operating and main- 
taining the home attributable to 
such space or room. If you own 
your home and deduct property 
taxes on Page 2, do not deduct a 
portion again on Page 1. If your 
side-line is a mere hobby, the de- 
ductible expenses cannot exceed re- 
ceipts. 

* If you rent all or part of your 
home, the operation and mainte- 
nance costs, in whole or in part, 


can be deducted from rental re- 
ceipts. 

Before filing your 1960 return, 
make sure you have excluded all 
non-taxable income. Then com- 
pare your standard deduction with 
the sum of all available Page 2 de- 
ductions. Choose whichever sum is 
the larger. 

You will face the same choice in 
the years to come. So, hereafter, 
keep better records of allowable de- 
ductions and preserve this and last 
month’s tax articles for future 
reference. a 








Here’s the reason 

TEMCO dealers 

had an increase in floor furnace 
sales in 1960 


The new 


TEMCO... 


ay 


TEMCSO, inc. 


‘temmesseert 


(as Mating Spoil oe the Nei 


a ADDRESS 


vas: Floor 
Furnace 


with Return Air Fan Kit 


TEMCO has done it again.* The 
Forced Air Fan Kit which for the first 
time permits a floor furnace to reach 
out into hard-to-heat areas took floor 
| furnaces out of the ordinary and gave 
TEMCO dealers something to sell. And, 
sell them they did. TEMCO floor fur 
nace sales increased in 1960, contrary 
to industry figures 
This new Return Air Fan Kit adapts to 
all current TEMCO floor furnace 
models. In operation it increases warm 
air circulation to any hard-to-heat area 
of a house. It comes with adjustable 
automatic control. 
Increase YOUR floor furnace sales this 
year! Sell TEMCO floor furnaces with 
the Return Air Fan Kit! 
*TEMCO also developed the other two 
major advance ments in floor furnace 
design of the past quarter century: por 
celain enamel Ceramiclad heat ex- 
changers and shallow depth units. 


ge e@eevooaaeaoeooeoeea® 
Mail this coupon today for more information about the 


; TEMCO Gas Floor Furnace with Return Air Fan Kut a 


he MCO. ine Dept. BP 
Nashville 9, Tenn 
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ALUMINUMCASE 
AL-110-LPG 
METERS 











CUT COSTS —compact, light weight, alu- 


minum alloy die-cast meter reduces ship- 
ping and handling costs . . . weighs less than 
17 pounds. 


BUILD LOADS—at-110-LPc meters give 


your customers “utility-type service”. . . 
build the confidence that helps you sell 
more gas and gas appliances. Ideal for 
medium-sized homes with space heating 
and for small commercial loads. 


MEASURE ACCURATELY — trom pitot 


to full capacity loads. Precision engineered 
design includes grommet seals, self-lubri- 
cating bearings, plastic index box and rein- 
forced flag rods. Bellows-type molded Du- 
ramic diaphragms designed to meet the 
requirements of LP-Gas services. 


Rated capacity 110 cfh propane at 14-inch 
w.c. differential—5 psi working pressure. 
Available with %, \% or %-inch F.P.T. 
connections. Ask for Bulletin 307. 


AMERICAN 


METER COMPANY 


~ 


A 


Sales Offices in Principal Cities 


ww) 








How the coal industry 
promotes electric heat 


Ex-KING COAL, which has about dropped from 
sight in the househeating fuels race, has now become 
a powerful ally of electric heat. A strange-bedfellow- 
ship has been formed. Within it are the bituminous 
coal producers, the United Mine Workers, the coal- 
carrying railroads, the manufacturers of coal mining 
equipment—and the electric interests. 


In 1959, these divergent groups were organized into 
The National Coal Policy Conference, Inc., and last 
February 17 they got together to sponsor an Electric 
Home Heating Conference. 


A top speaker on the program was Michael F. Wid- 
man, Jr., director of research and marketing for 
the United Mine Workers. Widman effectively defined 
the coal and electric industries’ common bond when 
he said: 


“We all have a stake in electric home heating. The 
miners are concerned because it is their job to mine 
the coal. The operators produce coal to sell to utili- 
ties. The utility profits from the sale of electricity . . .” 


The role UMW has been taking is an active one. 
Said Widman: 


“The United Mine Workers’ research and marketing 
department supplements the efforts of the coal indus- 
try in the marketing field . . . to hold and expand 
present markets and to find new uses for coal... 


“Coal has seen its domestic space heating market 
shrink from over 100 million tons to 30 million tons 
in a short time. But while this was happening, the 
amount of coal used by electric utilities has jumped 
sharply. For example, between 1948 and 1959 the 
utility coal burned increased from 92,620,000 tons to 
165,788,000 tons... 


“The average home owner in the United States 
consumes about 3500 kwh per year. It takes 89/100 of 
a pound of coal to produce 1 kwh. So, the typical home 
owner used about 1% tons of coal equivalent .. . 
Now, if that individual installs electric heating and 
cooling, his annual consumption can easily increase 
to 25,000 kwh, or 11 tons of coal equivalent.” 


Now Widman is urging a coordinated program 
aimed at the new home market. “New homes mean 
wages for the carpenters, masons, etc., who build 
them, profits for the contractors who construct them, 
revenues for the suppliers ... increased sales for the 
utility and coal industries, and jobs for coal miners. 
Why then shouldn’t a coordinated effort be made to 
sell electric heat to these people? 


“Naturally, as a representative of a labor union, I 
should stress the advantages to members of the labor- 
ing force.” 


Thus does Widman propose to add to the active 
forces promoting electric heat all the building trades 
union members in the United States. 7 
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For further information on any items in this section use the 
convenient Univac Readers’ Service postcards on pages 69, 70. 


New Products and 
Free Literature 


LPG conversion kits to be 
used with B & S engines 
Circle 1 on Readers’ Service Card 
A complete line of LPG conver- 
sion kits for all models of Briggs 
& Stratton engines is now avail- 
able. Each kit has both primary 
and secondary regulators. Approxi- 
mately 15 minutes is required for 
installation. Fuel tubes are all cut 
to exact length (GEC 100). Gar- 
retson Equipment Co. 


bo 


Plug prevents hazards in 
industrial plants 


Circle 2 on Readers’ Service Card 


An explosion-proof electric re- 
ceptacle and plug prevent hazards 
in Class I, Group C and D explo- 
sive atmospheres. A _ self-harden- 
ing resin is poured into its shell 
at the time of installation to block 
off possible accumulations of explo- 
sive gases or fluids inside (GEC 
320). Harvey Hubbell, Inc. 
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Pipe joint sealer has 
new cutter dispenser 
Circle 3 on Readers’ Service Card 
A new improved cutter dispenser 
incorporating ‘‘thred-tape’’ pipe 
joint sealer provides the user with 
simple, convenient and dirt proof 
handling (GEC 730). Thred-tape 
seals connections through tempera- 
ture ranges of 250 to 500 degrees 
and pressures to thousands of 
pounds. Crane Packing Co. 


Built-in oven offers 
new concept in cooking 
Circle 4 on Readers’ Service Card 


This new 21 in. built-in oven is 
equipped with a built-in fan vent. 
The “Viscount” offers a new con- 
cept in cooking with a _ cooler, 
cleaner, kitchen and cool oven 
doors. The oven, available in six 
finishes, includes built-in meat 
minder for baking, 3-split rotisserie 
(GEC 240). Samuel Stamping. 


Vessel pressure energizes 
depressuring safety vaive 


Circle 5 on Readers’ Service Card 


This new safety valve is ener- 
gized by pressure in the vessel 
being protected. Product vapor 
pressure is applied to the upper 
portion of the dise through piping. 
This valve may be instrumented in 
any manner for remote opening 
and closing (GEC 820). Shand and 
Jurs Co. 


Multi-purpose gas 
lamp is portable 


Circle 6 on Readers’ Service Card 


A new multi-purpose portable 
gas lamp is engineered to give 50 
hrs of soft light on one can of fuel. 
The lamp, 12% in. high, is an ideal 
emergency light when power fails 
(GEC 470). Designed to with- 
stand 100-mile winds, it is easily 
adaptable for posts, brackets, etc. 
United States Products Co. 
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New "J" wrench speeds 
connections of fittings 
Circle 7 on Readers’ Service Card 
A new “J” wrench has been con- 
structed to be used for connecting 
and loosening Acme fittings, 214 
and 3% in., used in the LPG in- 
dustry (GEC 770). The wrench 
is made of cold rolled steel. The 
handle is 18 in. long. Cole’s LPG. 


"GJ-BOSS" GROUND JOINT FEMALE COUPLING, STYLE X-34. 
Unequalled for strength, durability and safety on hose handling L-P 
Gas at bulk plants, on carloading rigs and other installations. All parts 
steel or malleable iron, thoroughly rustproofed. Furnished with super- 
strong “Boss” Offset and Interlocking Clamps. Ground-joint union be- O-ring size gauge has 

tween stem and spud forms washerless, leakproof seal. Sizes Ya" to 6", ereces section srt 

inclusive. Also available in washer type, Style W-16 and companion P aaeat 

“Boss” Male Coupling, Style MX-16. Stocked by Manufacturers and Cirele 8 on Readers’ Service Card 
Distributors of Industrial Rubber Products. A visual O-ring size gauge has 
recently been developed. The gauge 
consists of a single-unit cone and 


base with adjustable cross section 
measuring strip (GEC 770). 
DIXON (ile éeying @. |e 


GENERAL OFFICES & FACTORY PHILADELPHIA 22 b 
- He 
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The HIDY DEGREE-DAY RECORDER WILL 


SAVE YOU UP T0 30% 


ON TRUCKING AND BOOKKEEPING COSTS 
Would you pay $95 a year rental to save up to 30% on your book- High-capacity boiler has 


keeping and trucking costs? That’s what hundreds of users of the 
HIDY degree-day system are saving every year. With this system . inputs to 6 million Btu 
you can deliver more gallons per mile—make fewer trucks do the P . 
same job. Can be bought or leased. In use in all parts of the coun- } Cirele 9 on Readers’ Service Card 
try The most accurate, easiest to install, simplest to maintain j ; i 
degree-day recorder on the market—-and that statement is backed by The marta 170 eesees has inputs 
$1000 reward for anyone who can prove otherwise! Write for full ranging from 680,000 to more than 
story of this money-saving, work-saving plan—ask for Bulletin BPO4, 6 million Btu per hr (GEC 410). 
Please state whether you already operate on Degree Day system. an a in _ The boiler can be fired with natu- 
HIDY-BROWN RECORDER COMPANY RD. CINCINNATI tives, Write for. in Sor aks ce ite ae 
° 1 ives. Write for in- : 
30, Ofte Snaniten’ for hot water and steam heating 


systems. Peerless Heater Co. 
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FOR FREE INFORMATION 


about New Products in this issue... 
or to get the Trade Literature offered... 


use these time-saving READERS’ SERVICE CARDS 


Each New Product or Trade Literature item reviewed 
in this issue is numbered. To get more information 
: ‘ about items that interest you, circle the corresponding 
NG by UMIVAC .- : number on the Readers’ Service Card, then PRINT 
; your name, title, company and address PLAINLY and 
drop the card in the mails. No postage is needed. 


Your inquiries" 


"electronically processed 


for high speed" 


"Service to you 
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New products 





DOLLAR - WISE 


@ 
< its 
DOLLARWISE it's the 


wen SEALED-FLOW Vented Gas Area Heater 
HERMETICALLY SEALED COMBUSTION CHAM- 
.uses one hole in outside wall for air 
intake and venting 


SNAPPY, PRECISE. INSTALLATION with full- 


scale template. 
Fork lift has unique ANCHOR FLOAT CONSTRUCTION. .. iets 


leveling suspension chamber expand and contract without 
hindrance, prevents noise. 


Circle 10 on Readers’ Service Card COOL SAFETY CABINET * AGA APPROVED 
Ww : wae z io COPPERTONE FINISH * HI-CROWN BURNER 
A new fork Hft truck, M-40, i FORWARD HEAT FLOW *UP-FRONT CONTROLS 





distinguished by automatic drive 

and exclusive hydraulic rear wheel Available in Three Sizes: 
; af <i ,000, 25,000 and 35,000 BTU’ 

leveling suspension (GEC 480). It ie F a 

has a mast that lifts a 4000 lb load DOLLARWISE it’s the 


130 in., and is available for LPG at CREST Unvented Gas Area Heater 
fuel. Minneapolis-Moline. * COOL SAFETY CABINET 
' CREST RADIANTS... for maximum infra-red 
heat rays 
SEAM WELDED — CONSTRUCTION 
for enduring strengt 
LOW SLUNG MODERN BEAUTY with 
COPPERTONE FINISH 
Concealed but convenient CONTROLS 
AGA APPROVED 
Available in Five Sizes 
39,950, 35,000 25,000, 
20,000 ond 12,000 BTU’S 


DOLLARWISE it’s the 


CLIP-ON Unvented Wall Heater 
¢ COOL SAFETY CABINET 
Compact UNITIZED CONSTRUCTION 
ae HI-CROWN BURNER 
Built-in look provided SPECIAL ony a for maximum 
a downward heat 
with new range Fine STAINLESS. STEEL RADIANT 
Clean-cut STYLE 
EASY INSTALLATION and SERVICING 
A gas top burner and oven AGA APPROVED 
housed in custom cabinets provide 10,000, 10000 and 25,000 81U'S 
this range with the built-in look. 
The “Californian,” is available in 


40- and 30-in. wide models (GEC “Dellan-urnse.. ts 


240). Gaffers & Sattler. 


Circle 11 on Readers’ Service Card 


® 


Get details of Deerborn's clean-cut policy from 44 “a am \ 

any of these regional sales offices: Atlante, on 

Chicage, Dalles, Los Angeles, Son Francisco. \ / ee 
[SSS SS SSS SS SSSSSSSSSSSSSSSSSeenaeeaaaa 


Keep Up with L P. 
Derelopmets Each Monn BUTANE: 


by subscribing to 
198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 








Two-way radio leaves 

room in compact cars 

Circle 12 on Readers’ Service Card 
A new two-way radio using — ee sii score 
vacuum tubes and simplified cir- 
cuits achieves lower battery drain 
than previously attained in tubed 
equipment (GEC 140). Can be 
mounted under the dash of compact 
cars. General Electric. 
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TO CUT YOUR 
TANK PAINTING 


LABOR COSTS! 


SPATZ 


PROFESSIONAL ROLLER 


CREW KIT 








Paintin windy weather and 
get a more uniform finish. 


* 40% QUICKER 
* 40% LESS MATERIAL 


* NO MESS OR MUSS ON 
YOUR CUSTOMERS’ 
PREMISES 


Crew Kit includes: 
2—9"" ROLLERS (WITH 
THREADED HANDLE) 


4—9" REAL LAMB'S WOOL 
ROLLER COVERS 


2—FOUR FT. EXTENSION 
POLES 


2—GRIDS FOR 5 GAL. 
BUCKET, ONLY $129° 


SPATZ 


PAINT INDUSTRIES, INC. 
5237 Manchester Ave. 
St. Louis 10, Mo. 











| FREE LITERATURE 


i - 


| LPG film and booklet 


Circle 13 on Readers’ Service Card 


A 35 mm film strip with accom- 


| panying 46-page brochure shows 


the step-by-step presentation of an 


| actual LPG conversion (GEC 100). 


The film covers every phase of LPG 
carburetion from dynamometer 
tests to final settings and testing. 
Century Gas Equipment. 


Auto-fleet leasing studies 
Circle 14 on Readers’ Service Card 
A third revised edition of a 28- 


page study on the pros and cons of 


leasing auto fleets by industry has 
been issued. New data have been 
included concerning the shift of 
industry toward leasing auto fleets 
(GEC 450). Foundation for Man- 
agement Research. 


| Checklist on unit heaters 


Circle 15 on Readers’ Card 


A checklist of unit heater per- 
formance has been prepared to help 
plant personnel find the cause of 
trouble (GEC 410). The chart, 23 
by 21 in., determines quickly and 
easily what may be causing inade- 
quate heater performance in 10 
different situations. Modine Mfg. 
Co. 


Service 


Regulators described 
Circle 16 on Readers’ 


Reliance Type A low pressure 


Service Card 


| regulators for domestic appliances, 


and commercial and industrial ap- 
plications are described in a new 
four-page bulletin (GEC 700). Di- 
mensions, pressure spring recom- 


| mendations and capacities are 
| given in tabular form for both the 


| weight-loaded and 


spring-loaded 


models. American Meter. 


| Charts on valve sizing 


j 


Service Card 
Sizing of slide-gate regulators 
and control valves is shown in a 


Circle 17 on Readers’ 


| new 4-page sizing chart bulletin 


(GEC 700). The charts cover 
steam, liquid, and gas service. It 


also contains technical data on ad- 
justing the sizes for variations. 
OPW-Jordan Corp. 


Booklet on pipe measuring 
Cirele 18 on Readers’ Service Card 


“How to Measure and Relate 
Pipe, Tubing and Hose Sizes” is 
the title of a new 16-page booklet 
(GEC 450). It also discusses 
standard practices of measuring 
adapters and complete assemblies. 
Aeroquip Corp. 


Gas vent tables, handbook 
Circle 19 on Readers’ Service Card 


A handbook giving gas vent 
tables is now available (GEC 840). 
It incorporates complete capacity 
tables for type “B” large-diameter, 
commercial-size vent up to 24 in. 
The tables range to 10-million Btu 
per hr appliance input. William 
Wallace Co. 


Gas odorants bulletin 
Circle 20 on Readers’ Service Card 


A 24-page technical bulletin con- 
taining the latest data on gas odor- 
ants and their application has re- 
cently been released. The bulletin 
(GEC 590), published primarily to 
serve the natural and liquefied pe- 
troleum gas industries, also pro- 
vides a concentrated report on the 
desirable properties of odorants. 
Oronite Division. 


Air strainers described 
Circle 21 on Readers’ Service Card 
Details of more than 600 stand- 
ard strainers for steam, air gas, 
liquids, has been described in a 
new 12-page catalog, No. 6008. The 
catalog (GEC 350) also shows the 
wide selection of available body 
materials, end conections, pressure 
ratings, and sizes. Leslie Co. 


ata. 
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associations 


Western LGA convention 
to be held this month 


The twelfth annual Western Liq- 
uid Gas Association convention and 
trade show will be held the 13th- 
15th of this month at the Hotel EF) 
Dorado, Sacramento, Calif. 

One of the main features of the 
convention is the group discussions 
to be held concurrently. Topics are: 
“How to stop the leaks in your 
workman’s compensation program,” 
“A new look at LPG carburetion,” 
“What is your unemployment cost- 
ing you?” and “How do you meet 
the electric propaganda?” 

Indications show that this will be 
the largest LPG trade show yet to 
be held in the West. Approximately 
49 booths will be displayed, and at 
least six exhibitors will show heavy 
equipment. 


GAMA adds three more 
manufacturers; tetal 580 


Gas Appliance Manufacturing 
Association has elected three more 
manufacturing companies to mem- 
bership, bringing the total enroll- 
ment to 580. 

The new members and their rep- 
resentatives are: Thermoelectric 
Products Group of Minnesota Min- 
ing and Manufacturing Co. of St. 
Paul, Minn.—Edward Abel; New 
Yorker Steel Boiler Co., Inc., of 
Colmar, Pa.— Herbert Hillman; 
and H. A. Thrush and Co. of Peru, 
Ind.—Edward D. Noland. 


Stuhidreher to speak at 
Minnesota LPGA convention 


Harry Stuhldreher, assistant to 
vice president of United States 
Steel, will carry the story of Amer- 
ican industry to those attending 
the Minnesota LPGA summer con- 
vention, June 25-27. Stuhldreher, 
famed All-American 4-Horseman 
of Notre Dame, will speak at the 
11 A. M. business session on 
June 26. 

The convention is to be held at 
the Grandview Lodge in Brainerd, 
Minn. 
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Time-tested equipment... . 
plus progressive engineering . . . to meet 
your heat-treating requirements 


Progressive things are happening at Hones to bring to- 
gether the experience of years in industrial heating 
equipment and the forward-looking concepts of modern 
engineering skills. The time-tested ‘Buzzer’ line needs 
no blowers, power or other auxiliary equipment to effect 
combustion; simply connects to the available gas supply. 


CHARLES A. 


HON ES INC. 


133 S. Grand Ave., Baldwin, L.1., N.Y. 





WASCOT 


the boiler 
that mounts on the wall 
e+ + Out of the way 


NEW! 
ASCOT GAS BOILER 


PUTS PROFIT BACK 
in HOT WATER HEATING 


Hydronic heat for the home? 
Hot water for a commercial job? 
++.» then consider ASCOT 


Consider the space soving flexibility, low initial 
cost, one man installation, high efficiency and lack 
of maintenance 


Ascot is built and priced to bid even against budget 
warm air systems...and still build a profit for youl 


EASILY INSTALLED — light weight 
— one man can do the job. 
EFFICIENT — AGA rated, now 
available up to 120,000 BTUs. 
FULLY AUTOMATIC — featuring 
BASO & PENN Controls. 

QUIET — Ribbon flame burner for 
quiet combustion. 

INSTANT HEAT — response at ro- 
diators within 30 seconds. 
ECONOMICAL — ASCOT cuts in- 
stallation costs and eliminates 
call backs. 


ASCOT is backed by 25 years of heater ex- 
perience in North America and Europe. 
Write for FREE literature 
é GAS WATER HEATERS, INC. 

222 W. Pittsburgh Ave., Milwaukee 4, Wis. 
SOUTHERN STATES: Southern Heater Co. 844 Baronne Si. New Orieans 
PACIFIC COAST: Equipco Sales, inc., 1238 N.W. Glisan St., Portland 
A Radiation Company 


London, Sydney, Montreal and Milwaukee 











Out-of-towners planning to retire in Mountain Home come to this somewhat homey-looking 
office-showroom to inquire about heating costs and weather conditions. Inside, they find 
an attractive, well-spaced, display of appliances, including heaters, water heaters, and 
ranges. Displays are changed often to provide a "new look” for customers coming in to 


poy bills. 


Retirees key to success 
in no-industry town 


EMMETT MAUM 


A VERY YOUNG MAN WITH LITTLE 
MONEY arriving in a strange, small, 
no-industry town nestled in the 
Ozarks hardly seems like the 
beginning of a success story. But 
22-year-old C. N. Kent Jr. turned 
this seemingly unpromising situa- 
tion into a $500,000-a-year LPG 
business. 

Perhaps the biggest reason be- 
hind Kent’s success is the fact that 
the little town, Mountain Home, 
Ark., has become a retirement spot 
for elderly citizens, because of its 
nearness to two large artificial 
lakes. Kent Butane Co. Inc. capi- 
talized on this by getting every 
lead possible and following up on 
it immediately, and by going “to 
almost any lengths” to satisfy 
customers. 

Just out of the Air Force, Kent 
moved to Mountain Home 13 years 
ago. Although he knew no more 
than six people in the entire county, 
he opened up a one-man LPG busi- 


ness with borrowed capital. He did 
have a good background, however, 
for his father had entered the LPG 
industry in 1935 at Harrison, Ark. 
Today, Kent Butane operates 
branches in Mountain Home, Har- 
rison, and nearby Yellville, the 
latter two being father-son part- 
nerships. 

The younger Kent’s business 
grew gradually, giving it a firm 
foundation. He had moved to 
Mountain Home just as construc- 
tion was winding up on Lake Nor- 
fork and starting on Bull Shoals 
Lake. 

“The lakes helped us from the 
beginning,” Kent recalls. “Then, 
we catered to vacationers and 
fishermen. Later, people realized 
the advantages of building retire- 
ment homes in one of the beauty 
spots of the Ozarks, and a new 
source of business was created for 
us. 

“Balancing this, though, was the 
fact that construction people 
moved away after the lakes and 
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dams were completed. The net re- 
sult is that our town hasn't too 
much grown for years. We simply 
had a turnover in population.” 

Now, the influx is beginning to 
speed up, especially from the North 
and the Middle West. And Kent is 
making every effort to get the busi- 
ness of these retired folks. 

“We try to have real estate 
people call us when they sell a lot,” 
he explains. “We have three sales- 
men of our own who work outside. 
Their responsibility is meeting real 
estate people, home builders, and 
people buying homes. They are 
available at all times to go out 
and discuss heating, improvements, 
or anything else in our field.” 

A salesman visits a family build- 
ing a home as soon as he sees a 
water well drilled or a foundation 
started. Leads also come from 
satisfied customers and motel 
owners who have talked to people 
planning to retire in Mountain 
Home. 

Kent recognizes the value of 
newspaper advertising, runs an ad 
in every issue of the local weekly. 
Sometimes, the results are surpris- 
ing: 

“A lady in Kansas somehow got 
a copy of the paper. Several years 
later, she walked into our office, the 
ad in her hand. She said she was 
ready to retire in Mountain Home 
and wanted to discuss heating with 
us. She not only wanted LPG for 
heating, but also had an electric 
water heater removed and replaced 
it with an LPG model.” 

Many people planning to retire 
later have visited Kent Butane to 
learn about the weather in Moun- 
tain Home and to determine heat- 
ing costs for the kind of retire- 
ment home they have in mind. This 
has proved to be a good source 


LPG deoler C. N. Kent Jr., 


plans for a retired newcomer's home. 


checks over the 


sickness or accident, even when the 
absence is prolonged. 

But perhaps most important 
from a new-business angle is a 
commission plan for all employees 
except full-time salesmen and 
supervisory personnel, There is a 
flat bonus for selling an appliance 
or getting a new customer. If an 
employee gets a lead and makes the 
sale, he gets the full commission. 
If he can’t close the sale, he gets 
help from a salesman and sstill 


receives half commission. 

One of the reasons Kent goes out 
of his way to treat his employees 
well is that he expects them to go 
out of their way to treat his custo- 
mers well. Service is provided night 
and day, seven days a week, 365 
days a year. Kent believes that 
customers may either supply new 
business or prevent it, so his strict 
policy is to please at any cost. 

With its motto, “We Service 
What We Sell,” Kent Butane has 
nine service men and nine radio- 
equipped service-installation trucks 
to serve its 3000 customers. With 
five out of six customers on bulk 
Kent's fuel delivery service 
relies on eight radio-equipped 
delivery trucks and 180,000 gal. of 
bulk storage to move its annual 
load of 2.8 million gal. 

How much this load will grow 
in the future appears to depend 
directly on the growth of Mountain 
Home as a retirement haven. One 
thing is certain: not only is Kent 
Sutane doing everything it can to 
get the old folks’ business, but it 
is also helping bring the old folks 
to this pleasant little town. * 


tanks, 








aw icy 
asphalt and 
kettle burners 


6 MODELS—PORTABLE AND 


PERMANENT MOUNTING 


© Safe rapid heating of tar, asphalt and pitch— 


also useful in drying of aggregotes. 


ee 


' 
FLAMEGAS 


| SERVES Al 7» 


Well Type FL-S 2,000,000 BTU 
with %” Hose and 4998 


, ulator. 
@ Burner operates manually or (when equipped _ 


with automatic controls) on 6 or 12 volt electri- 
cal system or stand-by battery. 
¢ Easy mounting and transporting is assured by 
the sturdy lightweight construction of Flamegas 
Burners. 
@ Maximum Flame temperature at 30-ibs. pressure 
(2000°)—no soot, no carbon, no fives to clean. 
ACCESSORIES AND ATTACHMENTS AVAMABLE FOR 
USE IN—Sproy Bar Heating * Pump pre-heating * 
Sand ond Aygregate Drying * Spot Repair * Weed 
| Burning * Lead Melting, Etc. 


of business. Kent’s employees get 
their names and addresses and 
follow up with letters. By the time 
the people are ready to move in, 
some of the employees know the 
newcomers by their names, which 
is important since the business has 
grown so that Kent can no longer 
call every customer by name. 
Actually, all employees help 
drum up business. Kent pays them 
“better than average for the 
industry”, shares the cost on hos- 
pitalization and retirement plans, 
and never “docks” a worker for 


“> OPERATES ON LIQUID OR 
VAPOR PROPANE (LP) GAS 


“> AVAILABLE WITH 100% SAFETY 
CONTROL AND AUTOMATIC 
TEMPERATURE CONTROL 


“> ADAPTABLE TO MOST All Olt 
BURNING EQUIPMENT 


VW . 


FLAMEGAS Seer or brsgrteee: P. 


12901 Auburn Avenue 
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PRESSURE.-TITE 
Connections... 


SEALING COMPOUNDS 


Heot and vibrotion- 
proof, non-solvent, 
will not shrink, crock 
or crumble. Mokes BRUSH-ON 
all assemblies leek- 
proof and pressure- 
tight. Prevents rust, 


corrosion and joint "> 








; uy 
seizure. no lOUlD Type 
bs "HARDENING 











ty — Jp 
LIQUID WRENCH 
bee 


LOOSENS 
RUSTED BOLTS 


A powerful biend of fast- 
acting solvents thet liter- 
ally “melt the rust away” 
—safe on all metals and 
alloys. 


RADIATOR SPECIALTY CO. 
CHARLOTTE, WN. C. 





Power is extrocted trom @ small quentity 

et high pressure ges. Uses only 1/20th or 1/10 
es much ges os the bleeding methed Veper tors 
extremely low. Trensiors ep te 24 gellens per 
minute in the field without denger 
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JOHN M. DuRNEY has been appoint- 
ed regional manager of the six 
Suburban Propane Gas Service dis- 
trict sales and service centers in 
northern Florida. Durney had been 
sales manager of the firm’s Mt. Kisco 
and Brewster, N. Y., districts. 


J. M. Durney 
Suburban 


Wayne Koehler 
Sinclair 


WAYNE KOEHLER has joined Sin- 
clair Oil & Gas Co.’s LPG sales 
department as sales engineer in the 
Rocky Mountain-plains area. Koehler 
succeeds KELLEY MCCONNELL who 
will continue to headquarter in 
Tulsa, Okla. 


HAROLD WOLPMAN has been pro- 
moted senior vice president in charge 
of plant engineering, structures, and 
locations of Grove Valve & Regulator 
Co., Oakland, Calif. WALTER L. Con- 
NOLLY has been appointed vice presi- 
dent of manufacturing. 


Len E. Brock and ROBERT CHURN- 
SiDE have joined the firm as sales en- 
gineers. Brock was associated with 
Burt Tank Separator and Oil Treat- 
ing Corp., and Churnside, with F. H. 
Maloney Co. in Houston. 


H. D. CoLLIns—from sales manager 
of Tidewater Oil Co.’s Flying A firm 
of Fresno, Calif., to sales manager 
of Vangas, Inc., of Fresno. 


JOHN D. EPPERSON, formerly with 
Rockwell Standard Corp. of Mis- 
hawaka, Ind., has joined National 
Safety Council petroleum section, 
Chicago, as staff representative. LEN 
SmitH—from petroleum section rep- 
resentative to director of industrial 
training. 


Henry M. Brinces and Ray H. 
MAFFEI have been appointed regional 
managers for the Maytag West Coast 
Co., Oakland, Calif. Bridges had 
formerly served with Procter & Gam- 
ble. Maffei had been service manager 
of the west coast office. RicHarp E. 
TupPeR has been named sales man- 
ager of the Maytag New York Co. 
Tupper had previously served as 
salesman in the New York area. 


Ceci, C. CAMMACK has been named 
assistant general counsel of Cities 
Service Petroleum Co. of Bartles- 
ville, Okla., succeeding FRANK BACON 
who has retired. GEORGE CONGER, 
formerly principal attorney for Ar- 
kansas Fuel Oil Corp. and R. O. 
Mason, formerly staff attorney in 
Bartlesville, have been named general 
attorneys. 


KENNETH F. WILLIAMSON — from 
assistant sales manager of Grove 
Valve and Regulator Co., Oakland, 
Calif., to vice president and product 
manager. 


K. F. Williamson 


Grove Valve 


F. C. Hufstedler 


Conservative Gas 


FRANK C. HursTepDLER—from sales 
manager of National Propane Corp. 
of Long Island, to general manager 
of the company’s Conservative Gas 
Division, Wyandanch, N. Y. 


Joe Kuine, formerly with Penn- 
Bradford, has joined Lawson Manu- 
facturing Co., a subsidiary of Wilson 
Brothers, Pittsburgh, as branch man- 
ager of the Philadelphia branch. 
CLYDE J. Bone, formerly with Ever- 
hot Heaters, has been named branch 
manager of Lawson. 
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R. L. GaGe—from assistant to 
manager of advertising and sales 
promotion of Skelly Oil Co., Tulsa, 
Okla. 


R. L. Gage 
Skelly Oil 


A. L. Augur 


Bastian-Blessing 


Lewis G. BLEsstnc—from president 
of The Bastian-Blessing Co., Chicago, 
to chairman of the board. ALLISON 
L. AUGUR—from executive vice pres- 
dent to president. LAWRENCE N. 
Lucas—from vice president to ex- 
ecutive vice president. 


E. W. Ervasti—from general sales 
manager for Canada division of Wol- 
verine Tube, Allen Park, Mich., to 
assistant director of marketing at 
Allen Park. 


Rocer J. O’KANE, formerly assis- 
tant finance director for the City of 
Philadelphia, has been appointed vice- 
president of Delaware Valley Propane 
Co., Merchantville, N. J. 


ERNEsT G. Harpy has recently been 
appointed jobber for Lion Oil Co., 
El Dorado, Ark. Hardy will cover 
the Paris Texas, area. 


HAROLD W. HaiGut has been named 
executive vice president of Humble 
Oil & Refining Co., Houston, Texas. 
Haight had been serving as vice 
president NELSON JoNES—from gen- 
eral counsel to board of directors. 
Forrest M. DarrouGH—from asso- 
ciate general counsel to general coun- 
sel. CaRL ILLIG—from Humble Div- 
ision general counsel to associate 
general counsel. 


Kersy H. Fisk, board chairman 
and chief executive officer of Allied 
Chemical Corp., has recently been 
elected director of Minneapolis-Hon- 
eywell Regulator Co., Minneapolis. 


Haywarp “Bup” Guess, formerly 
with the Meadow Valley Lumber 
Co. of Quincy, Calif., has joined the 
California Liquid Gas Corp., Sac- 
ramento, as safety coordinator. 
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Longer truck adds 22'A¢ 
profit on every cylinder 


In what promises to be one of 
industrial America’s most cost- 
conscious years in recent busi- 
ness history, it comes as great 
news that the Uregas Companies 
have found a way to get nearly 
22% cents more profit on every 
cylinder sold. And the way is 
startlingly simple: when putting 
an old truck bed on a new truck, 
they lengthen the old bed by five 
feet! 

As of now, the Missouri- 
Illinois group of LPG outlets has 
just one of these super-cylinder 
jobs in action. But is has ac- 
complished such amazing savings 
in a very short time that more 
will go into service as soon as re- 
placements are needed for pres- 
ent vehicles. 

Uregas operates 20 cutlets in 
Missouri and four in Illinois 
from its headquarters in Mo- 
berly, Mo. For cylinder delivery, 
the company has always used 
standard 114- and 2-ton flat bed 
trucks, with a capacity of 66 cyl- 
inders. Since the area is gen- 
erally very hilly and rather 
rugged, the towns are usually 
small and not very close together. 
Sparsely settled areas mean 
thinly spread customers, so Ure- 
gas had to calculate costs on a 
miles-per-cylinder rather than 
cylinders-per-mile basis. 

The company reasoned that 
larger trucks would mean fewer 
trips and therefore less dead 
miles when the truck wasn’t 
hauling product. When a new 
cylinder truck was needed at its 
Rolla (Mo.) outlet, Uregas de- 
cided to experiment. It bought a 
cab-over-engine, 2-ton, Series 60 
Chevrolet. On this chassis, it 


mounted an old truck bed, first 
cutting it in half at the center 
and inserting a 5-ft-2-in. section. 
This raised capacity from 66 to 
90 cylinders, but state weight re- 
strictions subsequently reduced 
this figure to 88 cylinders. Thus, 
the net gain is 22 cylinders, an 
increase of exactly one-third. 

The new truck went into oper- 
ation last fall. Let’s look at its 
record during the first two 
months of heavy usage. 

In November, it delivered 2192 
cylinders, in December, 2237. 
That’s a two-month total of 4429 
cylinders, and that’s a 44.4 per 
cent increase over the 3067 cylin- 
ders the truck’s predecessor de- 
livered in the same two months 
the preceding year. 

The really startling fact is 
that the new truck’s percentage 
increase for cylinders delivered 
(44 per cent) was 11 times the 
percentage increase for miles 
traveled—4 per cent. The two- 
month total for miles traveled 
increased only 333 miles, from 
8203 to 8536. 

The net result is that the aver- 
age miles traveled per cylinder 
delivered dropped from 2.674 to 
1.927. That’s a difference of 
0.747 mile, a 38.76 per cent sav- 
ing. Figuring operating ex- 
penses at 30 cents per mile, that 
translates into an extra 22.4 
cents profit on every cylinder de- 
livered! 

There is one hitch to the op- 
eration—a rather small hitch. 
One of the results is a slightly 
decreased carburetion load; for 
the truck runs on—you guessed 
it—Uregas! 
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Look to your local government 


—for a mosquito control program 


T. W. MILLER * Director, Lee County Mosquito Control District 


MOSQUITO CONTROL IS A BOOMING 
BUSINESS. The Directory of Mos- 
quito Control Agencies in the 
United States now lists organized 
programs in 19 states. 

And mosquito control programs 
are growing within the states. In 
my state, Florida, there were nine 
organized mosquito control dis- 
tricts in 1950 and not all of them 
actually functioned. Now, there 
are 53 active districts! 

In all probability, this growth 
can be expected to continue. Pest 
mosquite opposed to 
mosquite control for public health 
reasons—has been proven effective 
over the past 40 years. And a rapid 
increase in the number of organ- 
ized programs began with the ad- 
vent of DDT and other insecti- 
cides. Shortly after World War II, 
many communities throughout the 
United States began programs of 
organized chemical control of adult 
insects. This practice has grown 
to gigantic proportions and now 
many mosquito control programs 
are based entirely on chemical 
control. 

It should be noted that the con- 
trol of adult mosquitoes by space 
sprays, always expensive, has be- 
come so costly—due to increased 
resistance to insecticides—that it 
must be considered an interim 


control—as 
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measure useful until source prob- 
lems have been engineered out of 
existence. Yet people continue to 
demand immediate relief from bit- 
ing insects. 

Mosquito annoyance is seldom 
constant over a prolonged period. 
In certain seasons, one emergency 
may follow another so closely that 
the general public considers it one 
long infestation; but normally ex- 
treme mosquito annoyance is con- 
fined to a few consecutive days. 
Then, depending on the weather— 
and, in our area, the tides—a peri- 
od of days or weeks will probably 
pass before the next flight invades 
the populated areas. 

Lee County, Fla., annually bud- 
gets $100,000, or 28 per cent of the 
total mosquito control program 
budget, for spraying adult mos- 
quitoes. Since this sum must be 
used to best advantage over a 30- 
week mosquito season, and since 
the average night’s operation, with 
15 fog applicators operating for 
five hours, costs $1900, it can be 
seen that the majority of our units 
must necessarily be idle the ma- 
jority of the time. 

So we have an intermittent type 
of operation in which the unit will 
normally operate one entire week, 
then remain idle for three or four. 
Therein lies our biggest problem. 


A BPN Exclusive 


The equipment we use, the Todd 
Insecticidal Fog Applicator, is in 
my opinion the best of the various 
makes in use for mosquito adulti- 
ciding. The TIFA, as we call it, 
uses gasoline in two piaces, a 
Briggs and Stratton engine and a 
burner in a combustion chamber 
which turns a spray into a fog. 

If the TIFA is operated con- 
tinuously, there are no problems. 
But when it is reactivated after a 
period of idleness, there is little 
else. Stopped up valves, jets, and 
sticking floats are the rule rather 
than the exception. When we start 
a new adulticiding cycle, it is sel- 
dom that a truck and machine will 
operate without a mechanical fail- 
ure of some sort, almost always 
in the gasoline system. 

Operating smoothly during sta- 
tionary trials in the vard, the ma- 
chines would emit clouds of fog. 
But when we moved them, any- 
thing was liable to happen. Fre- 
quently the gas jet in the combus- 
tion chamber became clogged. The 
pump was inclined to one of three 
things: refuse to prime _ itself; 
prime itself, but fail to produce 
more than 10 to 15 psi pressure; 
or, worst of all, refuse to produce 
any pressure. The pressure regu- 
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Mounted on a Jeep truck chassis, a propane-burning Todd Insecticidal Fog Applicator emits a dense mosquito-killing fog. 


lator, which regulates flow to both 
the engine and the combustion 
chamber, might stop up or stick, 
either extinguishing the fire in the 
combustion chamber, or worse let 
the fire burn while the engine 
stopped. Often the float in the 
carburetor would stick and let gaso- 
line dribble out over everything. 
The gas tank would frequently 
leak, allowing gasoline to run near 
the hot distributor head. Then, 
just about the time the kinks had 
been eliminated, the infestation 
would be over and the trucks would 
be garaged again. 

Since you’re familiar with the 
advantages of LPG as a fuel in 
internal combustion engines, you 
already know the answer to our 
problem. Up until two years ago, 
we not only did not know the 
answer, but we were not particu- 
larly concerned about it. To us, it 
was just part of the job, a nuisance 
that we were reconciled to living 
with. 

However, we did modify the ma- 
chines several times. By far, the 
best of these changes was a con- 
version to propane. It is impossible 
for me to give sufficient emphasis 
to that statement. It sounds sim- 
ple and it is; but the rewards have 
been many. 

In the fall of 1958, we experi- 
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mentally converted one machine. 
The work was done by Ralph Pier- 
son of Pierson Gas Service Inc., 
Fort Myers. We entered the con- 
versions blindly, without any 
knowledge of what we would really 
accomplish. Our goal was merely 
to cut fuel costs. In Florida, all 
gasoline, no matter what it is used 
for, is subject to 7-cents-per-gal 
state tax. Propane, however, is 
subject to this tax only when it is 
used to propel vehicles over roads. 
There is a 3.31-cents difference be- 
tween the price of gasoline with 
the tax added in, 19.31 cents, and 
the price of LPG without the tax, 
16 cents. The saving was substan- 
tial enough to enable us to amor- 
tize the conversion cost in an 
average of 213 years. 

3ut the benefits only began with 
the fuel saving. The machine now 
worked well—and it worked well 
when we wanted it to work well. 
Strainers did not stop up. Pumps 
did not fail. Pressure regulators 
did not give trouble. Carburetor 
floats did not stick. In short, every 
major problem in the gasoline sys- 
tem of the TIFA was eliminated! 

Should you approach your local 
mosquito control people and tell 
them that the Lee County Mos- 
quito Control District operated 15 
TIFA’s during 1959 and 1960 


without one single mechanical 
breakdown, they would probably 
find it difficult to believe you. And 
yet, that is precisely what hap- 
pened. Over the two years, our 
mechanic answered only’ three 
night calls, and they were for flat 
tires (our trucks do not carry 
spares). 

It’s little wonder that the manu- 
facturer, Todd Shipyards Corp. of 
Brooklyn, N. Y., has adopted this 
exact modification and is now of- 
fering propane-fired models upon 
request. 

Our program used approximate- 
ly 16,000 gal of propane during 
1960, most of it between April 1 
and Oct. 15. This entire amount 
was consumed in the fog ma- 
chines, since no vehicles have been 
converted at this writing. (Our 
trucks are running satisfactorily 
on gas and our studies indicate 
that there would be no fuel savings 
when the over-the-road tax is in- 
cluded. ) 


4 


To help you sell and handle such 
a load, BPN presents on the fol- 
lowing pages major portions of the 
proposal Mitler successfully made 
to the Lee County board of com- 
missioners and his instructions for 
converting a TIFA to propane. 
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A potential summer load: Part 2 





Highlights of proposal that switched 


Lee County's TIFA’s to propane 


(Your local fuel costs may differ 
considerably, but this should still 
help you prepare a proposal for 
your local government.) 


THIS PROPOSED CONVERSION can be 
justified in two ways, as follows: 

From a mechanical efficiency 
standpoint: When the TIFA is in 
constant use (i.e, 3 to 5 nights 
per week) the machine seldom 
gives trouble. However, when the 
machine is idle for a period of 
time, such as the normal winter 
shut down, or during periods of 
light infestations such as we have 
experienced this calendar year, me- 
chanical difficulties occur. At best, 





DONT RAISE THAT 
COMPRESSION! . . . install an 
ELLIS (extra cold) MANIFOLD 


450-501 1.8.C. 
Using 24°" Carb. 


eee eee eee eee eeenenaans 


Leading LPG engineers are sold on the merits of 
Ellis Bu-Power (Extra Cold) Manifolds. These 
manifolds give high-compressien performance with 
row-compression reliability. Head gasket, ring 
and bearing troubles are minimized. 


Get the most out of your LP truck with an Ellis 
Dualexhaust Manifold. This latest addition to the 
Filis line has proven far superior to the se- 
called improved 3% x 4” exhaust systems in test 
after test under actual road conditions. 

By lowering combustion chamber temeperatures 

and reducing back pressure, Ellis Dualexhaust 
increases horsepower. Used with the Bu-Power 
Manifold, it gives your truck power that equals 
gasoline horsepower. This is possible only with 
an Ellis Manifold. 


ELLIS MANIFOLD CO. 
3134 East Weshington Blvd. 
' Les Angeles 23, California 


Angelus 


these are time consuming; at 
worst, they cause failure of an 
adulticiding program. These trou- 
bles are usually in the gasoline 
system and stem from gasoline 
standing idle in hoses, tanks, fil- 
ters, etc., where sediment and 
gummy deposits accumulate. The 
main trouble spots are, in order: 
* The gasoline tank itself, which, 
in addition to harboring sedi- 
ment, has the annoying habit of 
developing leaks just when the 
machine is needed most. To re- 
move and repair this tank is a 
major operation. 

* The gasoline pump. This is con- 
ceded to be the weak point of the 
machine, and a spare pump is 
always in stock to replace a faulty 
one. Again, maintenance time is 
a factor when the truck should 
be in the field. 

* The gasoline pressure regulator 
valve. In the past year this is 
the part that has caused us the 
most annoyance. The valve sends 
gasoline to two points: the 
Briggs motor, which powers the 
unit, and the combustion cham- 
ber. A small amount of sediment 
causes either side to stop up. If 
the gas flow to the combustion 


chamber stops, the fire goes out 
and the operator is possibly un- 
aware for a few moments that 
raw diesel fuel in large quantities 
is being sprayed on lawns and 
other vegetation. If the gas flow 
to the Briggs stops, the blower 
stops with a roaring fire still go- 
ing in the combustion chamber. 
This is really a fire hazard to the 
machine, the truck, and the oper- 
ator. The use of propane would 
eliminate the necessity for the 
gasoline, the tank, the gasoline 
pump, and the gasoline regulator 
valve, and thus eliminate our ma- 
jor trouble spots. 


From an economic standpoint: 


Proposition 1: Is it economically 
feasible to convert an old TIFA to 
propane fuel? 


Cost for one machine 


1—120-gal tank $135 
| burner 45 
Fittings, hose for 

combustion chamber él 
| carburetor for Briggs 36 
Fittings for Briggs 3 
Labor 25 


Tota! cost to convert $305 


Consumption of LPG and gaso- 








<. 


arkhill 
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= 


REPAIR YOUR OLD NOZZLE 
Parts and adaptors are in stock 
For information ask 


PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 
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line have been found to be approxi- 
mately equal. 

sudgeted for adulticiding in 9 
machines is 27,800 gal, or approxi- 
mately 3100 gal per TIFA. 


Cost per gasoline 19.31 cents 
Cost per gal propane 16.00 cents 


3.31 cents 
3100 gal—$102.4! 


vings per gal 
ngs per yeor 


Therefore, the conversion will 
pay for itself on an old machine in 
approximately three years, and is 
justifiable. 

It should also be noted at this 
point that the tank (a major item 
in the cost) and other items such 
as the L. P. gas carburetor can be 
utilized on a new machine after 
a trade-in is made. 

Proposition 2: Is it economically 
feasible to convert a new TIFA to 
propane fuel? 

At this point we may consider 
what equipment is delivered on a 
new machine which would not be 
necessary with an L. P. gas con- 
version. A partial list of unnec- 
essary parts follows: 


Gas tank $ 86.25 
Gas pump 36.25 
Adaptor for pump 12.05 
Regulator valve 22.00 
Pressure gouge Al. 
Gravity tank 17.60 
Base 110.90 
Cowl 141.68 
Burner 78.60 


$512.48 
The distributor for this machine 
was contacted and a request made 
for prices on the component parts 
necessary to construct our own ma- 
chine. The cost for the parts FOB 
Tampa _  (distributor’s location) 
would be $1,328.24. 
To this should be added: 


Freight from Tampa (for one pickup 
to go up} 240 miles at 10 cents per 
mile $24 
Labor $10 


$34 


Thus the 
here will cost: 


machine assembled 


Parts $1,328.24 
Fre ght 34.00 
LPG conversion 305.00 
Labor to assemble 50.00 
Steel 20.00 
Fittings—hoses 58.76 


$1,796.00 
1,896.00 


that by 


Total cost 
Cost of a complete TIFA 


Therefore, it is seen 


APRIL, 196! 


buying component parts, and as- 
sembling the machine in our shop, 
we can realize an immediate sav- 
ings of 3.31 cents per gal of fuel. 

At the end of the first year the 
savings would be: 


$202.6! 


Therefore, conversion of a new 
TIFA assembled in this manner 
is justified. 

Proposition 3: Should all TIFA, 
old and new, be converted to LPG? 


Cost: 6 old machines at $305 $1830 

Savings on 3 new machines 300 
rtable tank and pump to service 
utlying areas 570 


tal cost to convert all TIFA and 
hase servicing equipment 


$2100 


Savings: 27,800 gal per year at 
3.31 cents per gal $920. Complete 
conversion would pay for itself in 
2.3 years. 

It is seen that a complete con- 
version of all nine TIFA, includ- 
ing purchase of a portable storage 
tank for servicing the machines, 
and a self-powered transfer pump 
would pay for itself in2.3 years. @ 





“REDUCE MOTOR 
MAINTENANCE 50%. 


4 





L-P GAS CARBURETION 


Mr. S. D. Zenor, General Manager, Louisville Concrete Service, Inc., 


Louisville, Kentucky, reports... 


“our service includes seven Crane Car- 


rier Corporation Mixer Master trucks. Six of these are equipped with 
Century LP-Gas Carburetion Systems. Upon careful comparison with 
identical gasoline operated trucks, we have recorded an average of 50% 
LESS motor maintenance and tune-up. Savings have also been record- 
ed due to less frequent oil changes. In addition, we no longer suffer loss 
due to pilferage. The LP-Gas sealed tank system prevents syphoning 


..»No Power Lag” 








or other means of looting which occur on gasoline trucks when parked. 
In addition our drivers report... 


... Instant Power on Take-off 


WANT MORE FACTS? ¥ 
Send for Free Literature i 








How the TIFA works 


This modified, converted applicator disperses insecti- 
cide in fog fom, in particle sizes ranging from 200 
microns (the equivalent of a fine spray) to '/2 micron 
in diameter. Intended to kill adult mosquitoes, it has 
an insecticide output varying from zero to 60 gal 
per hr. 


The unit is powered by a Model 23 Briggs & 
Stratton air-cooled engine (1), which turns an indus- 
trial blower (2) and an insecticide pump (3). The 
an . blower takes in outside air and forces it through the 
combustion chamber (4), where it is heated before 
— passing out through the distribution head (5) at a 
mi temperature of 1000 deg. The insecticide is stored in 
P 1-1] 1) a tank (7) and is pumped to the distributor head 
: through a line (8). 
, a: 


te 


The propane stored in the 120-gal tank (6) powers 
the engine ond supplies the heat in the combustion 


chamber, where a small burner is ignited by an 


electric spark. 


<= . 


—— 


A potential summer load: Part 3 





Instructions for Converting Todd Insecticidal 


Fog Applicator from gasoline to propane 


AS A RESULT OF REPORTS made be- 
fore mosquito control groups, the 
Lee County Mosquito Control Dis- 
trict has received numerous re- 
quests for technical information on 
the actual modification. These in- 
structions are intended to enable 
anyone to set up a TIFA for LPG 
operation. 

The simplest method of telling 
what we do is to designate parts 
and materials by brand names. All 
brand names mentioned are those 
used by our district and do not con- 
stitute a recommendation of the 
brand, of a part, or of a material. 
Materials of equal quality and func- 
tional design should serve the pur- 
pose as well as the particular ones 
we have chosen. 

The first step is to determine the 
type of LPG to use. We chose 
straight propane. It has a lower 
Btu rating than butane or a butane- 
propane mix, but it also has a lower 
boiling point. The potential problem 
with butane or a mixed gas is this: 
since the gas in the tank is a liquid 
which uses heat when vaporizing 
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to the gaseous state for use, and 
since the rate of consumption with 
a TIFA is sufficient to cause very 
rapid cooling of the tank, the liquid 
could cool itself to near its boiling 
point, and the tank pressure would 
fade, causing erratic operation of 
the equipment. The time required 
for this to happen would vary with 
outside temperature, the original 
vapor pressure of the gas, and the 
size of the tank. 

A test we ran showed that this 
was not likely to happen in our 
area. On an unusually cold day, 42 
degrees, we set up a 50-gal propane 
tank (about 42 per cent the size of 
our normal 120-gal tank) parked 
the TIFA in the shade, and fogged 
some 200 gal of diesel oil through 
it in five hours. The pressure drop 
in the tank was negligible—from 
98 psi to 95 psi. Thus, we use 
and recommend commercial propane 
rather than a mixed gas. 

The size of the supply tank to be 
used may be determined by the in- 
dividual requirements. The rate of 
consumption is equal to that of a 


regular grade gasoline for all prac- 
tical purposes. Since our district 
has equipment permanently sta- 
tioned on islands accessible only by 
ferry, it is necessary that we refuel 
these units as infrequently as possi- 
ble. For this reason we utilize a 
120-gal WC tank. Fitted with all 
necessary valves and fittings for 
motor fuel operation, it costs us 
$115 FOB the manufacturer’s plant. 
If units are returned to a central lo- 
cation nightly, a somewhat smaller 
tank, at a correspondingly lower 
cost, will serve the purpose. 

The two components of the TIFA 
to be modified, the Briggs & Strat- 
power unit and the combustion 
chamber, are both operated on 
vapor. From the vapor outlet of the 
supply tank, a tee is required—one 
side to supply the Briggs & Strat- 
ton power unit and the combustion 
chamber. 


The Briggs & Stratton. A type 6 
QW L. P. gas line is extended from 
the tee to the Briggs carburetor, 
using No. 829-6 fittings. 
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EQUALLY SPACED 


ORIFICE 


— 56 ORILL 


¥ PIPE PLUG 
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4 PIPE TAP 
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MATER/AL: BRASS 








Here is the orifice Miller designed. The pipe plug is used to complete the 
orifice and fits into inner chamber. Complete port is connected to diffuser 


with '/4-in. close nipple. 


Several commercial kits, all com- 
plete with installation instructions, 
are available to convert a small en- 
gine such as this to L. P. gas. Two 
such kits used by us are the Ensign 
and the Garretson. 

We recently purchased a factory 
model L. P. gas carburetor, an 
Algas No. V1690. If this proves 
satisfactory, as anticipated, the 
unit we are using for the Briggs 
will be: One primary stage regula- 
tor, Selwyn Pacific Type 1605; one 
secondary stage regulator, Ensign 
Mocel F; and L. P. gas carburetor, 
Algas No. V1690. The two regula- 
tors should be located at or near the 
carburetor of the Briggs. 

The combustion chamber. The 
supply of gas to the combustion 
chamber is controlled by one Rego 
2403 S regulator with a 5 psi set- 
ting. It is directly connected to the 
tee from the supply tank and may 
be attached to the supply tank 
guard as a mounting bracket. The 
low pressure side of this regulator 
is connected to the combustion 
chamber with a Type 6 QW L. P. 
gas line and fittings similar to that 
used for the Briggs. A simple gas 
shut-off valve, which best suits the 
purpose of the particular installa- 
tion, must be added somewhere be- 
tween the regulator and the com- 
bustion chamber. A solenoid can be 
used, with the switch being located 
in the cab of the truck. 

The last step to make the ma- 
chine operate successfully on pro- 
pane is to install an L. P. gas orifice 


converted unit 


in the combustion chamber. We 
have designed and constructed ori- 
fices for the old style machine which 
has two spark plugs (below serial 
number 2730), as well as the cur- 
rent model. The sketch shown per- 
tains to the new machine. 

To install the orifice, as shown in 
the sketch, the diffuser, TIFA Part 
No. TE-4004-FB-4, must be modi- 
fied. Using a hack saw, cut the dif- 
fuser just below the “blades” and 
tap the part with the blades with 
a %4-in. pipe tap. Then using a 
brass 44-in. close nipple, connect the 
L. P. gas orifice to the blades of the 
diffuser. 

This completes the basic modifi- 
cation. 

The cost of conversion depends 
almost entirely on what is wanted 
in the finished machine. This con 
verted unit lends itself easily to the 
adcition of other accessory equip- 
ment, thus adding to the quality of 
the machine—and to the cost. 

The actual cost of changing a 
used machine to propane and stop- 
ping there, should be about $100, 
exclusive of the supply tank, and 
depending on who does the work. A 
shop equipped to handle the instal- 
lation can, of course, do the work at 
a somewhat lower cost. * 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St. Los Angeles 57, Calif. 





The hinged top of the combustion ¢ 
to show the type of flame to be expected from the 
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Close-up of the unit in action shows 
complete orifice connected to the modified 
diffuser and the correct spork plug gap. 


Close-up of the Briggs & Stratton car- 


buretor shows the location of both the 
primary and secondary regulators. 
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HY CLASSIFIED Advertising 


All Classified Advertising payable with order 
No agency commission or cash discount on 
classified advertising. Copy must reach pub 
lisher’s office prior to the Ist of the month 
preceding publication. Address: Classified Ad 
vertising Materials, BUTANE - PROPANE 
News, 198 S. Alvarado Street, Los Angeles 
57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 
18, 14, 12, 10 pt. display type for headings. 
Set with 1 pt. border. aximum ad size 
3”. No cuts permitted. Publisher will set 
ad for maximum effect in space purchased. 











UNDISPLAYED CLASSIFIED 15¢ a word 
Set in 6 pt. type without border. $6.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


When full payment is made in advance for four 
consecutive insertions of undisplay classified ads 
a 10% discount is allowed. 








SITUATIONS WANTED 


12 YEARS LP GAS EXPERIENCE, qual 
ified in Sales and Management, available, 34 
year old family man would like position with 
going Butane or Propane Business where there 
is room for advancement or future purchase in 
mind yo gi! Box 10, BUTANE-PROPANE 

198 So Alvarado St., Los Angeles 57, 





WANT TO RETIRE? LET ME MANAGE 
your gas business. Over 16 years of manage 
ment include bottled, bulk, carburetion, pro 
a ee utility construction and operation. 
Best of references show proven ability Reply 
Box 14, BUTANE-PROPANE News, 198 Ro 
Alvarado St., Los Angeles 57, Calif 


BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum p ies th hout Midwest 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bidg., Minneapolis, Minnesota 








MORE MONEY for progressive gas dealers, 
with new Finco Portable Dri Mor grain drier 
Completely portable unit uses propane fuel. Low 
cost drier system increases profits. Write for 
complete particulars on ealere and distribu 
tor programs. FINCO, INC P. O. Box 968, 
Aurora 22, Illinois 
FOR SALE OR LEASE: 30,000 gallon Bulk 
Plant, rail siding, approximately 800,000 gallon 
load Own 205—500 gallon tanks, 44-—1900 
gallon tanks, 1000 cylinders, two 2200 gallon 
bulk trucks, 4 dealers. Reply Box 12, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif 


L. P. GAS BUSINESS FOR SALE. No 
natural gas in town, located in irrigation area 
Oklahoma. Storage plant—1959 truck, 560,000 
gallons last year. Priced to sell. Need money 
to expand another type business. Reply Box 
16, BUTANE-PROPANE News, 198 So. Al 
varado St., Los Angeles 57, Calif 


FOR SALE — . TRUCKS - TRAILERS 


7500 GALLON TRAILER, 250% W.P., good 
rubber——reconditioned—-working now—$7795.00 
“PAT” & “CHUCK” SUPPLY COMPANY, 
*The Tradingest Monkeys Anywhere!" Box 
#15333—Pho. JE 6-2848, Ft. Worth, Texas 








END SOARING 
LPG DELIVERY COSTS! 


Why lease when you can own for 
less? Think of it! You can have o 
modern, lightweight, 1800 WG twin, 
mounted on a 2-ton truck with high 
flow plumbing, hose, rear cabinet in 
one package, on easy Nor-Tex terms, 
for $5,860.00. Buy now while they last 
for only $586.00 down. Pay the bal- 
ance in up to 36 easy Nor-Tex monthly 
payments. Write, wire or phone today! 


NORTH TEXAS 
TANK CO. 
Denton, Texas 382-5416 











84 


FOR SALE—TRUCKS-TRAILERS—Cont. 


FOR SALE—TANKS-CYLS.—Cont. 





1954 FORD V8 BOBTAIL UNIT with twin 
750 tanks, 250% W.P., ae um 
ready to work—$2749.95. “PAT” & “CHUC 
SUPPLY COMPANY, “The Trading est Mon 
keys Anywhere!”, #15 ho. JE 
6-2848, Ft. Worth, Texas. 





USED PROPANE DELIVERY TRUCKS, 
= = on 7 © P tly im use and 
ing w 
troleum Gas Ce., 4820 
—_ 16, Minnesota. 


units. United Pe- 
xcelsior Blvd., Minne 


1956 I. H. 160 "BOBTAIL UNIT with twin 
750 (1500 Gal.) tanks, 250% W.P., N ane 
Print-O-Meter, Blackmer pump, good rub 

$3369.50 Will take trade-in and can ec 
‘PAT” & “CHUCK” SUPPLY COMPANY, 
“The Tradingest Monkeys Anywhere!"’, Box 
#15333—Pho. JE 6-2848, Ft. Worth, Texas 


FOR SALE: 1955 CHEVROLET, 6400 Twin 
Barrel, 1400 gallon compensator, Neptune 
Meter, 32,000 miles, good condition. Write or 
call Ray Summers, Skelgas, Louisville, Illinois 
NOrth 5-4185 


TRACTOR-TRAILER complete rig—-I. H. 220 
Tractor (1956), Propane carburetion 501 engine 
with cool manifold, split exhaust (a real hoss) 

and 1955 Dallas Tank trailer, 7500 gal. 250% 
W.P.—-extra good rubber- working right now! 
$8995.00. “PAT” & “CHUCK” SUPPLY 
COMPANY, “The Fs Monkeys Any- 
where!”’, Box #15333—Pho. JE 6-2848, Ft 
Worth, Texas 


Look .. Look . . Look . . Save S$SSSS 


1961 Chev. 2 ton 19,500 lb GVW, 2 
speed axle, HD springs, 825 x 20, 10 
ply rear tires with 1800 gol. TWIN or 
SINGLE, lightweight tank .. . DeLuxe 
rear cabinet... "FAST FLO” Packaged 
Plumbing . Blackmer 60 gpm pump 
. filler hose . . . lights white enamel 
FED. TAX PAID .. . all mounted 

ond installed 
+k aaa . $5,675 or $567.00 Down, 
balance in 36 monthly poyments. For 
2000 gal. add $352. WE TRADE. 4 
models in 800 to 2600 gal. All types of 
i pumps, meters, reels, etc. available. All 
makes trucks at FLEET PRICES. Don't 


buy until you call . . . Preston Grace. 


WHITE RIVER DISTRIBUTORS 
Ph. Ri 3-2374 
BATESVILLE, ARKANSAS 


Several GOOD Used Units Too. 





FOR SALE—TANKS-CYLINDERS 


100% USED CYLINDERS with brand new 
10% valves—$13.95 each. “PAT” & “CHUCK” 

SU P PLY COMPANY, “The Tradingest Mon 
keys Anywhere!", Box 215333—Pho JE 
6-2848, Ft. Worth, Texas 





100 HEAVY 100 POUND ICC pean Cyl 
inders, with POL valves, A-1 condition—$10.00 
each 100 Rego regulators with throwovers 
$4.00 each. Bailey’s Gas Service, Watertown, 
New York. 


FOR SALE: USED 10 Ib. CYLINDERS, 
5 years old. 70 Ib. T.W. $12.00 each. Used 
Fisher regulators and aluminum hoods. North- 
eastern Indiana. J Box 11, BUTANE- 
PROPANE News, So. Alvarado St., Los 
Angeles 57, Calif. 


100# CYLINDERS—used—retested, repainted 
and with brand new 10% valves—while they 
last—-$15.95 each—lots of ten or more—$14.95 
“PAT” & “CHUCK” SUPPLY COMPANY. 
“The Tradingest Monkeys Anywhere!”, Box 
#15333-—-Pho. JE 6-2848—Ft. Worth, Texas 





USED TRAILER 


TANKS FOR SALE 
PROPANE & ANHYDROUS 
AMMONIA— from 6000 
to 10,000 gallon capacities. 


USED GASOLINE TANKS 
IN STEEL & ALUMINUM 
from 4000 to 8000 gallon 
Capacities. 


WILL FINANCE 
LUBBOCK Machine & Supply 


BOX 1589 © LUBBOCK, TEXAS 
CALL PO 2-5261 











MISCELLANEOUS SERVICES 


L-P Regulators REPAIRS. Bottle Gas “Biss 
lators repaired and tested. Write-—Regulator 
Service, Inc., 12553 Gratiot Ave., Detroit 5, 
Michigan. DR 1-3188. 








WANTED—MISCELLANEOUS 








WILL PURCHASE 


Several used, small propane tank 
trucks equipped with scales, for 
use in filling cylinders in Trailer 
Parks. 500 to 750 gallon capacity. 
Send complete specifications and 
price to: 
BOX 13 
BUTANE-PROPANE NEWS 

198 So. Alvarado St., Les Angeles 57, Calif. 
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CLASSIFIED Advertising 





WANTED—MISC.—Cont. 





WANTED TO BUY: USED 100 to 1000 
allon propane bulk tanks in or near Central 
armel area. State number of tanks, age 
and price. Write—Westficld Gas Company, 
Westfheld, Indiana. 





SMALL COMPANY WOULD LIKE TO buy 
used 9900 gallon or better Propane ia 
in good condition. Reply Box 15, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
Ange 57, Calif 


WAN TED TO BU ry: “USED. 18,000 or 30,000 
gallon propane storage tanks. Advise age, 
openings, and other related information to- 
gether with price. B & W Gas Co., Inc., Box 
188, Royston, Georgia. 


Ww ANTED TO BUY: USED 500 gallon pro 

pane bulk tanks in Illinois, Missouri or Indiana 

area. State number of tanks and price. Write 

= Downen Bottle Gas Co., West Frankfort, 
inois. 


PROFESSIONAL SERVICES 








PROPANE GAS PLANTS 
ANHYDROUS AMMONIA PLANTS 
Designed and lastetied 
PEACOCK CORPORATION 
tox 28, Westfield, N. J 














INCREASE YOUR PROFITS BY APPLY 
ING my oreper Maciog Financia! controls 
that show proper for , soe qperations. 


ind Ford Cam 4 





cult qgtetance aise 9s 


de Glen ok 19, Mo. 








APCO = Stendby - Peak Shaving 
Miners 





FOR SALE—MISCELLANEOUS 








SERVEL REFRIGERATORS 
4 & 6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 
Used But Not Abused 
Clean—Gueranteed—Low Cost Shipping 
FRED A. BROWN CO. 
umberland 


Phila, 33, Pa. 
RE 9-1130 





170 W. C St., 
Est'd i918 Call Collect 











SPECIAL BUY ON SHERWOOD Cylinder 
Valves——-375# relief, tapped for diptube—$1.80 
each. Minimum 25 per order. Roney Inc., 105 
Cole St., Dallas, Texas. 





DECALS MADE FOR TRUCKS, EQUIP 
MENT. Small or quantities. Cota free 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 





FOR SALE — IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod 
uct shrinkage. Easily installed. Write for de 
scriptive pamphlet. Eureka Equipment Com 
pany, P.O. Box 396, Beloit, isconsin 





BAKER ALCOHOL PUMPS, the answer to 
your Moisture Problem. Injects alcohol into 
propane cylinders. Saves changing regulators 
moving tanks. Pays for itself in a jiffy. Send 
$59.95 for pump complete with fittings. Baker 
Engineering, Malone, New York. 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect ROS-5429. 


SERVEL GAS REFRIGERATORS 


Two Best Selling Models 
2634 Space Saver 6 cu. ft 
BRBI3 Roomy 8 cu. ft 


These are the latest models ever available 
in q ty. 








Used, excellent condition, guoranteed per- 
py operating order. low oa cost from 


warehouse nearest to be yy ice 
o half or full trailer teak. Send 
and details. 
BEACH REFRIGERATOR CO. 
196-11 Sorthern Bird. Flashing 58, HW. Y. 
Phone: FLushing 7-6161 








and Plants 
Safe - Simple - Autometic 
Design - Engineering - Construction 
APPLIED ENGINEERING COMPANY 
Orangeberg, S$. C. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety Ea- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia, Kansas, Louisiana, Mississippi. 
New Mexico, Oklahoma, Tennessee and 
Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammoage, President 

?. ©. Box 1662 Houston, Texas 





“Industry's pulse" to 
be taken at convention 


Here’s a chance to air your 
opinions before the entire in- 
dustry, ... 

At the LPGA show in Chicago 
April 30-May 3, Selwyn Pacific 
Co. will be “taking the indus- 
try’s pulse” through a series 
of interviews to be conducted 
at its booth. 

Convention delegates will be 
asked their opinions on various 
timely subjects. These will be 
taped and edited. By special 
arrangements with Sel-Pac, Bu- 
tane-Propane News will publish 
an exclusive consensus report 
in the July issue. Some inter- 
views will be directly quoted, 
while the remainder will be 
tabulated in the fashion of a 


“poll.” 

















BUSINESS RECORDS 


BUSINESS RECORD FORMS. ALL 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gaa metered truck de 
liveries. 100 sets (3 part) imprinted with name. 
address and telephone. $18.00 per 1000 sets 
Advise make of meter EGREE DAY SYS 
TEMS, Dept. BP WOODSIDE 77, L. 1., N. Y 








SERVING 20,000 PETROLEUM COMPA 
NIES over 30 years with roleum price 
cards, custemer reminder Eze-Stik labels, tele- 
phone call—service order—L/P metered deliv 
ery invoices, Eze-Snap Service Form, Durala 
minium ticket holders, Sort-O-Matic Rack, etc 
Write us for details, no “ tion. DEGREE 
DAY SYSTEMS, Dept. , WOODSIDE 
77, NEW YORK. 








HOW TO FIND 


A BUYER 
You can do it quickly, inexpen- 
sively with a classified ad in 
BUTANE-PROPANE NEWS. 











APRIL, 1961 





Frying an egg on a rail? 
Egg-zactly and in 20- degree 
Michigan temperatures, too. 
The egg is being dropped onto 
a butane-heated switch point. 

Heat generated by butane 
travels parallel with the tracks, 
keeping the vital switches so 
warm that ice and snow are 
quickly melted away. The tracks 
get as hot as 200 degrees, hot 
enough to fry an egg despite 
the frigid cold. Chesapeake and 
Ohio RR, Flint, Michigan. 








April 4-6—!6th Annuc! Gas Research 
and Utilizat Conterence—Sheraton 
Cleveland Hotel, Cleveland, Ohio. 

April 5—Wisconsin LPGA Convention 
Whiting Hotel, Stevens Point, Wis. 

April 11-12—New York State LPGA Cor 
vention—Manhattan Hotel. New York 
City 

April 11-13—-AGA Industrial and Com 
mercia Sales Conference—Prince 
Edward Hotel, Windsor, Ontario. 

April 11-13 Midwest LPG Service 
Schoc lowa State Un versity, Ames, 
ke wa 

April 13-14—We-'srn Canada LPGA 
Convention—Palliser Hote Calgary 
Alberta 

April 13-15—Gas Appliance Manufac 
turers Association Annual Meetina— 
Boca Raton Hote Boca Raton Flo 

April 13-15—Western Liquid Gas As 
sociation Convention and Trade Show 

Hote! E! Dorod Sacramento, Cal. 

April 16-17—Kansas LPGA Convention 

Allis Hotel, Wichita, Kan 

April 16-18—American Home Laundry 
Appliance Manufacturer's Association 
Convention—Boca Raton !dotel and 
Club, Boca Raton, Fla. 

April 16-18—Ohic LPGA Annual Con 
vention and Trade Show—Sheraton 
Gibson Hotel, Cincinnati, Ohio. 

April 17-18—South Dakota LPGA Con 
vention and Trade Show—Sheraton 
Cataract Hotel, Sioux Falls, So. Dak 

April 23-24—Nebraska L. P. Gas Dealers 
Association Annual Convention 
Castle Hotel, Omaha, Neb 

April 23-25—Mississippi L. P. Gas Deo 
ers Ass axtion Annual Convention- 
Edgewater Gulf Hote 
Park, Miss 

April 28—NGAA Cklahoma Regiono 
Meeting—Lake Murray Lodae, Ard 
more, Oklo 

April 30-May 3—Nationa! LPGA Con 
vention and Trade Show—Conrad H 
ton Hotel, Chicag | 

May 1!-3—National Tank Truck Carriers 
13th Annual Convention—Netherland 
Hilton Hotel, Cincinnati, Oh 

May 10-11—-Suburbon Propane Utility 
- -Gas Dealers Convention—Went 
worth-By-The-Sea, Portsmouth N. H. 

May !2—NGAA Permian Basin Re 
giona Meeting — Lincoln Hote 
Odessa, Texas 

May 15-19—NFPA Annuc! Meeting- 
Statler Hotel, Detroit, Mich. 

May 15-26—New York University's 
seminar on "Retailing for Petroleum 
Executives Washington Square 
Center, New York 

May 22-24—Kansos LPGA Gas Car 
buretion School—Manhattan, Kon. 

May 25—Maryland LPGA Convention— 
Sheraton 
Ma 

June 4-5—Butane-Propane Institute of 
Louisiana Annuo! Convention—Cap- 
itol House Hotel, Baton Rouge, La. 


Edgewater 


Baltimore Inn, Baltimore 
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*These advertisers carry additional 
information on their products in the 


1960 Butane-Propane Catalog. 


This advertisers’ index is published as a convenience and not as part of 
the mestnanyn” contract. Every care will be taken to index correctly. No 


allowance wil 


American Machine & Foundry Co. 

The J. B. Beaird Co., Subs. _ 
*Americon Meter Co., Inc. 66 
Anchor Petroleum Div. 

Mobil Oil Co. 59 
Anco Mfg. & Supply Co. =~ 
Ascot Gas Water Heaters, Inc. .. 74 


Baso, Inc. 19 
*Bastian-Blessing Co., Inc. 54, 55 
Beaird, The J. B. Co., Inc., Subs., 

American Machine & Foundry Co. — 
*Bendix Corp. 

Zenith Carburetor Div. — 
Blackmer Pump Co. -- 
Blue, John, Co. 76 
Bryant Mfg. Co. 33, 34, 35, 36 
Burroughs Corp. ~~ 


Century Gos Equipment 

Marvel Schebler Prods. Div. 

Borg Warner Corp. 8! 
Chevrolet Motor Div. 
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Coleman Co., Inc. 
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Day & Night Mfg. Co. 
Dearborn Stove Co 
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Ellis Manifold Co. 
Empire Stove Co. 


Firestone Tire & Rubber Co. .. 
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Flamegas Detroit Corp. 

Ford Motor Co. 
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General Motors Corp. 
Chevrolet Motor Div. 


Grove Valve & Regulator Co...16, 17 
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Hidy-Brown Recorder Co. 
*Hones, Chas. A., Inc. 


Janitrol Heating & Air Cond. Div. 
Midland-Ross Corp. 


be made for errors or failure to insert. 
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Lubbock Machine & Supply Co., 
Third Cover 


Martin Sic.aping & Stove Co. 
Master Tank & Welding Co. 
Midland-Ross Corp., 
Janitrol Heating & Air Cond. 
Div. 
Mississippi Tank Co. 
Mobil Oil Co., 
Anchor Petroleum Div. 
Motorola Comm. & Electronics, Inc. 


*Neptune Meter Co. 
*North Texas Tank Co. 


Parkhill-Wade 

*Pasley Mfg. & Dist. Co. 

Phillips Petroleum Co. 

Powell Co., Wm. 

*Pressed Steel Tank Co.. Second Cover 


Radiator Specialty Co. 76 
Richardson Gasoline Co., Sid 44 
Ridge Tool Co. 24 
Robertshaw-Fulton Controls Co. 

Thermostat Division 22 
Rochester Gauges, Inc. — 
*Rockwell Mfg. Co. 


Gas Products Div. Front Cover 


Samuel Stamping & Enameling Co. 5! 
Shell Oil Company i 
*Sinclair Oil & Gas Co. — 
Skelly Oil Co. 4 49 
Smith, A. O. Corp., 

Permaglas Div. 
*Smith Precision Products Co. 
Spatz Paint Industries, Inc. 
*Sprague Meter Co. 
Squibb-Taylor, Inc. 


Temco, Inc. 

Texaco, Inc. 

*Trinity Steel Co. 

Tuloma Gas Products Co. 


Union-Texas Natural Gas Corp. 
United Petroleum Gas Co. 


*Viking Pump Co. 


*Warren Petroleum Corp. Fourth Cover 
Weatherhead Co. 6 


*Zenith Carburetor Div. 
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LUBBOCK TRANSPORTS MEAN TOP PAYLOADS 


Whatever you haul, in whatever quantities, you can depend on Lubbock Machine for profitable engineered liquid 
transportation . . . Lubbock Machine has long been experienced in providing top payloads in pressure transport 
tanks for hauling LP Gas, as well as transport tanks for gasoline and other petroleum products. Shown above is a T-1 
steel propane semi-trailer with an 11,000 water gallon capacity, made possible by Lubbock engineering and design. 
The aluminum transport illustrated is the Lubbock “Streamliner.” it has four compartments and mounted on a tractor 
weighing 13,500 Ibs. will carry a payload of 50,000 Ibs. in states permitting 72,000 Ibs. gross loading. Why don’t you 
take advantage of Lubbock Machine’s years of experience in engineered liquid transportation . . . Write, wire or phone 


today for illustrated literature, prices and pay loads. 


OLD =) sY0Xe <@| MACHINE & SUPPLY CO., Inc. 


WUBBOCK MACH & ican). O. DRAWER 1589 PO 2-5261 LUBBOCK, TEXAS 
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WARREN PETROLEUM 


TULSA, OKLAHOMA 


DISTRICT SALES OFFICES 
COLUMBIA, S. C. * FT, WORTH, TEXAS « 
NEW YORK, N. Y. * TEXAS 


SELL MODERN 








